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An interesting and profitable 


item to offer the trade 


With industrial expansion and new building on 
the increase, because of defense needs, thousands 
of electrical systems will require overhauling, and 
thousands more new installations will be made. 
In both cases, there will be a demand for depend- 
able safety type switches. 

Here is a front-operated safety type switch which 
meets the most exacting requirements. It embodies 
entirely new ideas in design and construction. 


The @ Shutlbrak Enclosed Switch 


is a high quality, heavy duty industrial switch for 
motor control, service entrance, and other power 
and light distribution installations. Its quick 
make and break connections are held under com- 
pression, thus reducing heating toa minimum. 
It is equipped with Kamklamp fuseholders for 
either ferrule or knife-blade types of fuse terminals. 

The line and load connections are enclosed in 
the completely insulated shuttle, which contains 
the movable contacts—the auxiliary contacts on 
the ends of the compression spring, and the main 
contact roller. There is an arc-resisting barrier 
between the line and load contacts at all times. 

The switchbox has ample room at top, bottom 
and behind the switch unit for wiring and con- 
necting space. 


The ( Shutlbrak Switch is available either 
with or without an interlocking arrangement be- 
tween the operating switch lever and the door of 
the fuse compartment. It may be had for either 
surface or flush mounting. 


Capacities at present: 30 to 200 amp., inclusive, 
for 250 volts AC or DC, and 575 volts AC, in 2, 3 
and 4 poles. (Larger capacities in preparation.) 
Each switch is rated in horsepower. Approved by 
Underwriters’ Laboratories as an Enclosed Switch. 


Built better than necessary — 
but priced for quick turnover 


the ‘@ Shutlbrak Switch is an item the electrical 
wholesaler cannot afford to overlook. Each unit 
is packed complete in individual container — 
plainly marked for ready identification — and 
occupies minimum shelf and storage space. In- 
crease your sales by stocking and selling this 
needed iterm to industrial plants in your territory. 


Write for Bulletin 59 


which contains complete information as to sizes, 
capacities, prices, etc. Also, ask for new Catalog 
56... Frank Adam Electric Co., St. Louis, Mo. 
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TIMES 
and TRENDS 





NOVEMBER 1940 


Full Steam Ahead The political campaign of 


1940 is ended and Franklin Delano Roosevelt has won 
1 third term, first president so honored in the history 
of this country. 

While that result obviously pleases some and disap- 
points others, every true American, regardless of politi- 
cal preferences, must view with genuine satisfaction 
two facts that have emerged into bold relief out of the 
count of votes. 

These are: 1) That the victorious party did not 
register a 46-state landslide in the electoral college as 
it did in 1936, but instead saw quite a number of states 
shifted into the camp of the opposition; 2) That, when 
judged solely on the basis of the popular vote, the elec- 
tion was an extremely close one, and apparently a 
change of only 4 per cent of the voting might have 
‘hanged the final results. 

What better proof than this is needed to show that 
he American system, embodying a republican form of 
vovernment, still works, that even at a time when most 
‘{ this world of ours is at war and stands in the shadow 
{ dictatorships, American citizens are unafraid and 
‘xpress freely their preferences through the ballot. 

When constitutional rights are valued so highly that 
ma single day 50 million men and women are willing 
0 travel to the polls so as to exercise their franchise, 
ve need have little fear that, either through boring from 
vithin or assault from without, our form of government 
an be easily undermined, much less destroyed. 

The administration, which by decree of a majority 
ote, is to govern the nation for the next four years 
s entitled to the full cooperation of every citizen, of 
usiness and industry. 

Right now, it needs the full support of all in the 
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prosecution of the National Defense Program, and there 
the electrical wholesaler once more finds the opportunity 
to demonstrate the importance, the indispensability, the 
value of his functions and services. 

We are confident that every wholesaling executive, 
every salesman, every individual, will capitalize that 
new and greater opportunity to the very utmost. Under 
the stimulus of the Defense Program, industrial pro- 
duction, employment, building activities, are travelling 
under a full head of steam. 

That means FULL STEAM AHEAD for the electrical 
wholesalers also, and the biggest reward will come t 
those best equipped and best able to serve efficiently 
and economically. 


) 


©) 
Defense Spending Lest the importance of the 


National Defense Program as a business stimulator be 
under-estimated, we remind that with actual defense 
production barely under way, payments to industry 
during October already have hit the Two Hundred 
Fifty Million Dollars mark. 

By the summer of 1941, that monthly figure probably 
will have doubled and thereafter will level off to a 
monthly total of $500 to $600 million through 1941 and 
1942. 

Paralleling such an up-curve, the demands upon 
electrical wholesalers also may be expected to reach 
the leveling-off point some time during the second half 
of 1941. 

To meet these new demands promptly and efficiently, 
ample stocks and smoothly-working organizations are 
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Lamp Performance 





JEFFERSON 
BALLASTS 


Jefferson engi quality in Ballast 
design and construction necessary for long satisfactory 
lamp service. 


@ This quality is a result of a quarter-of-a-century of 





experience in the making of transformers, chokes and 





controls as used with luminous tubing, mercury lamps, 





X-ray lamps and street lamps. Jefferson research and 





engineering work together with expert manufacturing 





craftsmanship, insure uniformity of quality always. 
® The Jefferson line of Ballasts include both 
single- and two-lamp types. To make the 














most of your fluorescent lamp installa- 








tions—specify Jefferson Ballasts. 


JEFFERSON ELECTRIC COMPANY 


BELLWOOD, ILLINOIS 


Canadian Factory: 60-64 Osler Avenue, W. Toronto, Ontario 





























For Complete Data, 
write for Catalog 
No. 402-FL. 







Make Sure of Fluorescent 





Certified by 
Electrical Testing 
Laboratories 


To insure the maximum life and 
performance of fluorescent lamps, 
the manufacturers of the lamps 
have given the Electrical Testing 
Laboratories of New York, rigid 
specifications for fluorescent lamp 
Ballasts. 

All Jefferson Ballasts coming 
within the scope of these specifi- 
cations have been certified by 
“E.T.L.” and are so marked. 

Your self-interest and the ulti- 
mate satisfaction of your customer 
should prompt you to be sure you 
get Ballasts with the ‘‘E.T.L.” 
Certification label or insignia 
stamped in the case. 


Listed as Standard 
by Underwriters’ 
Laboratories, Inc. 


All Jefferson fluorescent lamp bal- 
lasts and manual type switches are 
listed by Underwriters’ Labora- 
tories, Inc. and carry the Under- 
writers’ label. 
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necessary, but we warn that the cooperation of the 
regular suppliers should be enlisted in building up and 
maintaining necessarily heavier inventories. 

To support opportunist or fly-by-night manufacturers, 
to pyramid orders, to employ catch-as-catch-can tactics 
may bring temporary gains, but must inevitably result 
in unfavorable reactions when defense business is no 
longer a factor. 


©) 
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break the record. 














Courtesy of J. Kindleberger, Chairman of the Board 
Kalamazoo Vegetable Parchment Co. 
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Wheat Loans Wholesalers operating in rural 
areas will be cheered by the fact that 1940 wheat loans 
made in 31 states exceeded the 1939 figure by over 60 
per cent. 

The 1939 total was $95 million. The 1940 figure is 
$156 million, and involved 342,526 separate loans. Fig- 
ures on general farm income for the first eight months 
of 1940 show increases up to 32 per cent in individual 
states. 

All this means that there is money in the farmer’s 
jeans this year, and the smart wholesaler’s salesman 
who works with his contractor-dealer friends will get 
his share. 


© 


No Hangover Taking it for granted that the Na- 
tional Defense Program will be executed efficiently and 
with all possible speed, far-sighted business men are 
wondering what will happen when defense production 
tapers off. 

There is reassurance and comfort in the fact that 
research laboratories of American industry, economists, 
governmental agencies already are struggling with that 
very problem. 

They are fostering the development of new uses for 
naterials, new products for machine capacity, all with 
he view of easing those new things into business chan- 
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nels when needed, and thereby avoiding the collapse that 
would be inevitable without much advance planning. 
Business does not want a “morning after” such as 


followed the World War boom. 


© 


ona: 
Building During September, permits issued in 
2,157 cities for residential building construction ex- 
ceeded those of September 1939 by 39 per cent, says the 
U.S. Department of Labor. 

In line with that, the Federal Home Loan Bank re- 
ports that home financing during the first 9 months of 
1940 exceeded the same period of 1939 by 16 per cent. 
This involved 1,084,772 mortgages and the formidable 
total of nearly three billion dollars, over half of which 
represented loans made by local banks and local savings 
and loan associations. 

Wherever this tremendous activity in the building 
field does not produce record-breaking sales figures for 
wholesalers and their salesmen, an investigation is in 
order. 


© 
Sherman Was Right If anyone in business 


wants reasons to quote as arguments for peace, here are 
examples of British war measures—enforced or pro- 
posed—that should serve admirably. 

Gleaned from a recent issue of Business Week, we 
note that consumer buying power was reduced by 
boosting taxes. Thus by artificially suppressing demand 
for non-essential consumer goods, productive capacity 
could be shifted to essential war materials. 

Aside from boosting income taxes heavily, not even 
exempting manual workers, collection of those taxes 
is facilitated by making the employer deduct them from 
the pay check. 

Also aimed at cutting demand for certain consumer 
goods, there is a long list of so-called luxury items 
that are to carry a sales tax of 334 per cent of their 
wholesale value, and the list includes furniture, radios, 
bedding, hats, clocks, musical instruments. 


War is Hell. 


EDITOR 
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ExtraLight-Giving QUALITY 


in Hygrade Fluorescent 


pays you extra profits! 


COMMERCIAL MIRA- 
LUME HF-201: 200- 
watt unit: 4 40-watt 
lamps;approximate 
length 50”. 





INDUSTRIAL MIRA- 
LUME F-(00: 2 40-watt 
lamps. Approx. length 
54”. No nuts or bolts 
in reflector surface. 


Why risk your reputation on “cheap” fluorescent fixtures 
when you can convince your customers that it 
COSTS LESS IN THE LONG RUN for HYGRADE MIRALUMES? 


O-CALLED “cheap” Fluorescent fixtures only 
look cheap. Before you sell any Fluorescent fix- 
ture, ask yourself what sort of service it will give 
a year from now—two years from now! If it’s a 
cheap fixture, it means trouble for your customer 
and trouble with your customer! 


BUT — with Hygrade MIRALUMES, you're selling 
QUALITY! For HyGRADE MIRALUMES are better 
engineered throughout and completely guaranteed! 
—lamps, fixtures and starters! Year after year, they 
give dependable service to your customer! That’s 
why, in the long run, MIRALUMES COST LESS 
—to buy—and to sell! 


WRITE TODAY for free catalogue, with complete facts on 
Hygrade Fluorescent MIRALUMES and LAMps. Address: 
Dep’t WS11, Hygrade Sylvania Corp., Ipswich, Mass. 


SHOWN ABOVE are two MIRALUMES available. Designed, 
engineered, built, sold complete and completely guaranteed 
by HYGRADE! Supplied wired and ready to install, or unwired, 
if desired. Corrected for power factor and stroboscopic effect. 
Starters easily accessible. Underwriters Laboratory approved. 
Eligible for FHA financing. 


Hyuprercend al tld Fined — aig 


Lamps 5 TT gra 


» Est. 1901. Makers of Hygrade Incandescent Lamps and Sylvania Radio Tubes 





L 
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Offer to test Hygrade Fluorescent Lamps against any 
other lamps in any fixture. Tape over the maker’s 
name on both sets of lamps. Then let the customer 
make his own choice! (Our own men have used this 
test with sensational results!) 





Extraordinary lighting efficiencies are obtained in fluorescent lamps, 
NOTE: and by tuning the electric discharge to concentrate ultra-violet energy 
at the precise 2537 Angstrom Unit wavelength most effective in causing the porous 
film (Hygrade patent 2096693) to generate light, the best results are 
secured. The means for achieving these results so important to the ef- 
ficiency of HYGRADE LAMPS, are described in patent numbers 2126787 
and 2201817 now controlled in this field by HYGRADE. The high power 
factor non-stroboscopic circuit used in this unit is described in Hygrade 
patent No. 2195114. 





@ Miralumes 


Copr. 1940 Hygrade Sylvania Corp 
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Wholesaler Salesmans NEWS 





ttendance Record Broken 


t Wholesalers’ 


onvention 


More than 500 members, manufacturers and guests gathered at 


Pittsburgh’s Hotel William Penn for NEWA convention. Whole- 


saler’s responsibility in defense program, theme of meeting. 


AR AND activities related to our 

National Defense Program were 
the topics that dominated the discus- 
sions at the semi-annual convention 
of the National Electrical Wholesal- 
ers Association. Held October 22 to 
25 at the Hotel William Penn, Pitts- 
burgh, the meeting not only hit an 
all-time attendance high with more 
than 500 present, but more members 
of the association were on hand than 
at any previous meeting. 

It was emphasized by the speakers 
ind by various committees that the 
wholesaler is responsible for assuring 
1 steady flow of construction mate- 
rials, lighting, power equipment, and 
allied lines, to contractors and indus- 
trials working on defense activities. 
Because the defense program has been 
under way for some months, wholesal- 
ers and manufacturers stated that they 
are already benefitting from this ac- 
tivity, business being reported good in 
most territories. Furthermore, in his 


Tolles . . . Newton 


talk, W. A. Robertson, board chair 
man of Westinghouse, predicted that 
business will continue at a high level 
for at least two or three years. 

While there were no reports of seri 
ous product shortages many manufac 
turers stated that it is quite likely that 
such shortages will develop, so urged 
the wholesalers to keep close check on 
their stocks, try to anticipate demands, 
and buy accordingly. Prices were re- 
ported to be holding steady, though 
again, manufacturers said that rising 
costs might force them to increase 
prices somewhat in the future. 

The Executive Committee held 
meetings on Tuesday, October 22nd, 
and the following day the various 
commodity committees convened. The 
Opening Session of the whole associa 
tion took place on Wednesday, was 
addressed by John M. Newton, chair 
man of the executive committee; W 
I. Bickford, chairman of the program 
committee; Dana T. Ackerly, associ- 


Bickford . . . Ackerly . . . Clark 


ation counsel and W. A. Robertson, 
chairman of the board of Westing- 
house, with C. McKew Parr, Parr 
Electric, Brooklyn, an added speaker 
Highlights of these interesting talks 
appear on other pages of this issue. 

The membership of NEWA con- 
tinues to grow, with eleven new or- 
ganizations joining the association 
since the May meeting at Hot Springs. 
Managing Director E. Donald Tolles 
introduced representatives of the fol- 
lowing newcomers at the Opening Ses- 
sion—Brady Electric Co., Elmira, N. 
Y.; Lambeth Electric Supply Co., 
Winston-Salem, N. C.; Sacks Elec- 
trical Supply Co., Akron, O.; Scott- 
Parish Electrical Supply Co., Raleigh, 


N. C.: Danforth Co., Pittsburgh; 
Gies, Inc., Cincinnati: Greusel Dis- 
tributing Corp., Milwaukee; Philip 


Harrison & Co., Newark, N. J.; Radio 
Distributing Co., Detroit; Sampson 
Electric Co., Chicago; Times Appli- 
ance Co., New York. The last seven 
are specialty appliance distributors, 
ll li 


supply the nucleus for the appli- 
ince group, made possible under the 
recently changed rules. 

On Friday afternoon, the crowd was 
entertained by Westinghouse. Buses 
left the hotel at 12:30 for lunch at 
the East Pittsburgh plant, following 
which guides took the conventioneers 
through some of the production de 
partments. From there, the guests 
were taken to the research buildings 
to see how much activity is involved 


Wi 


y 
Lis 


before a product makes its comme! 


cial bow. 


Robertson . . . Parr 
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This new line of Colt Motor Controls has been designed for present day 
precision tools and equipment. You can sell these new Colt Motor Controls 
with absolute confidence that they will do a he-man’s job. Why not send 
for Bulletins 404, 501 and 504 shown at the right. They will furnish 
you with detailed data. 


COLT’S PATENT FIRE ARMS MFG. CO., Electrical Division, Hartford, Conn. 


T MOTOR CONTROLS 


Manual Motor Starters - Manual Reversing Starters Manual 2-Speed Starters - Magnetic Contactors 
Magnetic Motor Starters - Magnetic Reversing Contactors and Starters - Magnetic 2-Speed Starters - Combination Starters - Relay 
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Change Motor 
Dimensions 


First change since 1928 in National 
Electrical Manufacturers Association 
motor dimension standards became 
effective October 1. The changes 
cover small a.c. polyphase, single 
phase, and d.c. motors from } to 2 h.p. 

Due to two major improvements, 
changes in size and weight have 
resulted. First, silicon steels have 
improved until less motor iron is nec- 
essary to produce the same _horse- 
power ; second, better insulations make 
further reductions possible. 

NEMA’s standards were set up in 
1928 because variety of shapes and 
sizes at that time complicated problems 
of applying and maintaining motors 
on machines. 


Kwikon Moves 


CHICAGO—To gain more room, the 
Kwikon Company has moved its fac- 
tory and headquarter offices to 1850 
W. Washington Blvd., this city. Pre- 
vious location -was 626 W. Jackson 


Blvd. 


Leagues Score 


Instead of home runs, an interesting 
variety of important activities have 
been added to the score by electrical 
leagues throughout the country. 


SALT LAKE CITY—While not yet 
old enough to vote, the Electrical 
League of Utah reached a respectable 
old age when it held a jubilee celebra- 
tion of its twentieth anniversary at the 
Hotel Utah recently. 

The League’s annual advanced sales 
training class has to date drawn a 
registration of twenty-six electrical 
salesmen and officials of Salt Lake 
City distributor, dealer and_ utility 
firms. 


KANSAS CITY—The Electric Asso- 
ciation of Kansas City pooled its Oc- 
tober 22nd luncheon meeting with that 
of the Charities Campaign in the 
interest of its current push for funds. 
Demonstration and explanation of the 
Drunkometer was a feature of the 
October 8 luncheon meeting, three 
members being certified as “sober” 
after having been tested. 


DENVER—The Rocky Mountain 
Electrical League has taken first steps 
toward building a fall and winter sales 
program for dealers and utilities in the 
territory. Fall plans include those for 
the Denver Exposition and other be- 
fore-Christmas selling activities 


CITY Co'*"ER 





PROMOTED to manager of Gray- 
bar’s Peninsular district. In his new 
position L. G. Fields headquarters at 
Jacksonville, also is responsible for 
operations at Miami, Orlando, Tampa 
and Savannah. Mr. Fields joined 
Graybar in ’24, advanced to headman 
of the Miami house in 1928. He suc- 
ceeds Douglas Wallace who moves to 
Graybar’s general department as as- 
sistant general sales manager. 





Clark Phones Results 


On September 20th, via coast-to- 
coast long distance telephone hookup, 
Westinghouse Electric Supply Com- 
pany heard President Clark state re- 
sults of first 8 months of 1940 selling 
drive. Amplifiers and loudspeakers 
at 24 “listening posts” carried Mr. 
Clark’s announcement of a 16 per cent 
increase over the same period of 1939 
to entire Wesco organization. 

The nation-wide contest for West- 
inghouse Electric Supply Co. sales- 
men was inaugurated last January by 
same long distance telephonic method. 


Plant Expansion 
Keeps Step with Sales 


ASHLAND, MASS.—In response to 
increasing sales of self-starting elec- 
tric clocks, Warren Telechron Co. 
has broken ground for erection of a 
steel and brick warehouse. The build- 
ing’s 65,000 square feet of floor space 
will house stock and shipping depart- 
ment, release valuable production 
areas in plant, aid speed schedules. 


MENOMINEE, MICH. Signal 
Electric Manufacturing Co. is step- 
ping up production by construction of 
a new two-story wing. The 20,000 
square feet afforded by the addition 
will take care of enlarged finishing 
and plating department and provide 
necessary storage room for assembled 
and raw stock. 


SCHENECTADY — Contracts have 
been awarded to James Stewart Co. 
of Néw York City for construction of 
a new building at General Electric’s 
Schenectady works. The brick and 
steel building, 800 feet by 168 feet, 
will be used for manufacture of radio 
transmitters. 


SAN FRANCISCO—On October Ist, 
Cutler-Hammer opened a new factory, 
warehouse and sales office at 711 Po- 
trero Ave. Modern, one-story struc- 
ture offers complete facilities for pro- 
ducing, stocking and handling com- 
pany’s line of electric control appara- 
tus. Distribution is through four sales 
offices: Los Angeles, San Francisco, 
Portland and Seattle. New building 
will also house Pacific Coast sales 
headquarters. 





SALES CONVENTION of the H. B. Sherman Mfg. Co. held at main 
office in Battle Creek, Mich., included (left to right): C. W. Morgan; T. J. 


Crofton; H. S. Van Rensler; L. 


M. Stinchcomb, newly appointed sales 


manager, Electrical Division; G. H. Read; P. H. Speaker, Jr.; H. H. Isaac; 
General Manager E. D. Sperry; J. T. Cobb; A. R. Webber; and C. L. 


Braund. 
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As a member of the Decorative Electric 
Lighting Guild of America, Royal is help- 
ing to sponsor the greatest program ever 
released to sell Christmas Decorative 
Lighting to the people of America. Look 
at the details of this program; think 
what it is going to do for Christmas 
Lighting in your community! Then check 
to be sure you have on hand the largest 
stock of Royal Tree Sets, Candle Sets 
and Accessories you’ve ever had. You’ll 
sell every one! 


A GREAT INDUSTRY PROGRAM TO STIMULATE 
CHRISTMAS LIGHTING 


NATIONAL MAGAZINES will carry full 


page advertisements by Delga bulb manufac- 
turers and others—devoted to Christmas Light- 
ing during December. In addition, “LIB- 
ERTY” will emphasize Christmas Lighting in 
articles of its own. 


3 NATIONAL RADIO programs will 


pound away on Christmas Lighting in Decem- 
ber. These include The General Electric “Hour 
Of Charm,” the Westinghouse “Musical Amer- 
icana” and LIBERTY’S Gabriel Heatter, news 
interpreter. 


NEWSPAPER ADS in key cities will be 


released by “LIBERTY” as part of their effort 
to make this America’s Brightest Christmas. 
Thousands will be stimulated to the purchase 
of new or additional decorative lighting sets. 


Surely, all this activity will mean the greatest 
Christmas for jobbers and dealers who sell 
ROYAL Sets! They're quality-built, carefully 
inspected, smartly packaged, widely advertised ! 
Stock Royal for profits! Write for Catalog! 


ROYAL 


ELECTRIC COMPANY, Inc. 


98 Grand Ave., Pawtucket, R. I. 
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Hughes Receives 
James H. McGraw Award 


On October 30th, at a special lunch- 
eon held during NEMA’s convention 
in New York, George A. Hughes, 
chairman of the Edison General Elec- 
tric Appliance Co., was presented the 
Manufacturers Medal under The 
James H. McGraw Award. On be- 
half of the Committee of Judges, H. P. 
Liversidge, president of the Phila- 
delphia Electric Co., made the pre- 
sentation. The Award recognizes Mr. 
Hughes’ “distinguished contribution 
to the advancement of the manufac- 
turing branch of the electrical industry 
as ‘Father of the Electric Range’, 
promoter of a broader service to the 
electric home, pioneer of promotional 
rates for load building, creator of 
electric markets.” 


Graybar Changes 


L. H. Whitten becomes general 
communications sales manager for the 
company, headquartering at Washing- 
ton, D. C. Formerly line material and 
supply specialist at Philadelphia, J. H. 
McDonnell has been appointed acting 
manager of the Washington branch. 
With J. R. Ernest, sales statistician, 
leaving the general sales department 
to become assistant to the general 
service manager, L. O. Fryer takes 
over the duties of Mr. Ernest, becomes 
a member of the general sales depart- 
ment with the title “Secretary to the 
General Sales Committee.” Effective 
November 1, Frank J. Saffer has been 
appointed manager of the Omaha 
branch, replacing A. D. Barber who 
will retire. At the Miami branch 
office, E. C. Fox takes over the duties 
of sales manager. 

Charles E. Kirkpatrick, formerly 
supply sales manager at Salt Lake 
City, has been transferred to Gray- 
bar’s San Francisco house. Two new 
lighting salesmen, Preston Hopkins, 
and Thomas Engleman, also start 
work in the San Francisco territory. 


Cope to Oliver Iron 


PITTSBURGH — Announcement is 
made by Oliver Iron and Steel of the 
appointment of L. S. Cope as develop- 
ment engineer. He will be concerned 
with the technical improvement of the 
present line of Oliver products, devel- 
opment of new products, and coopera- 
tive service with Oliver customers. 
Mr. Cope is well known in Cleveland 
steel manufacturing circles and brings 
a broad experience in manufacturing, 
engineering and metallurgical fields. 


All-Steel-Equip Occupies 
Modern, Conditioned Quarters 


New office building is windowless, sound-proofed, air-condi- 


tioned, illuminated by more than half mile of fluorescent tubing 


[) sox for efficiency and _ ideal 
working conditions, the new of- 
fice building of All-Steel Equip Co., 
Aurora, Ill., incorporates the latest 
developments in construction prac- 
tice. Containing 16,000 square feet 
of air conditioned space, illuminated 
by fluorescents, the combination brick 
and glass-brick building houses the 
company’s office force, sales personnel 
and executive staff. 

Fluorescent lighting illuminates the 
general office which measures 160 ft. 
by 60 ft., and the 15 private and de- 
partmental offices. The trough type 
installation provides 46 footcandles in 
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the general office; 55 foot candles in 
such departments as tabulating; 61 
foot-candles in engineering and pro- 
duction. 

Heating and air conditioning are 
provided by a combination system 
which eliminates need for direct radi- 
ation, since coils in the system are 
used for heating. A combination of 
well water and mechanical refrigera- 
tion provide 40 tons of refrigeration. 

3esides this fine new building, All- 
Steel Equip has added 26,000 square 
feet of factory space to the No. 1 
plant. Below are exterior and inte- 
rior views of the office building. 




















Lndustrial Selling Today 





By Henry J. Baitinger® 


Wholesalers who meet demands of industrial buyers can look 


ahead to heavy sales as the defense program gets under way 





HE impact of two recent devel- 

opments in the industrial field 

raises the ante for the wholesal- 
er’s salesman who sells to industrial 
accounts and offers him boosted 
potential profit. First, there has 
been a policy change among certain 
types of industrials regarding re- 
serve stocks of replacement and re- 
pair parts; second, the national de- 
fense program has created many 
new responsibilities and made in- 
creasing demands upon wholesalers. 

Small and some of the larger but 
centrally located industrial plants 
have eliminated the storeroom for 
replacement and repair parts. To- 
day, instead of storeroom and stock 
clerk, those plants depend on their 
wholesaler as their chief source of 
supply. This method has _ been 
found profitable for the  indus- 
trial, because it dispenses with 
cost of a stock man, releases capital 
for production and sales purposes, 
and adds to active plant working 
area. Even more important to the 
wholesaler, the trend opens the door 
wide to the salesman whose concern 
has demonstrated that it is equipped 
to give prompt and complete service 
and may be rated as a dependable 
*Mr. Baitinger is president of Baitinger 
Electric Co., New York City. Not a 


swivel chair eéxecutive, he spends 
several hours each day out selling. 
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source of supply. On their side, in- 
dustrials are not usually pinch- 
penny buyers, for they realize the 
value of prompt deliveries and good 
merchandise, will pay a fair price for 
service rendered. 

To the need for speeded up de- 
liveries and special service which 
this trend brings,—are added the 
new and often heavy demands 
caused by the national defense ef- 
fort. There has been a tremendous 
increase in industrial business due 
to the government’s defense pro- 
gram, and many requisitions call for 
immediate deliveries of huge quanti- 
ties of materials. With items where 
steel, copper, rubber or chemicals 
are involved becoming more diffi 
cult to obtain, the matter of carry 
ing adequate stocks will become in- 
creasingly important if prompt 
service is to be rendered. 

The defense program calls for 
erection of hundreds of buildings 
which will require a quantity of elec- 
trical commodities in wiring for 
lighting and power. Many of these 
new plants and additions to old ones 
will call for explosion-proof fittings, 
interior lighting, floodlights, port- 
able electric tools, motors, controls, 
and other electrical items associated 
with better production and mainte- 
nance. 

The wholesaler’s salesman who 


wants to capitalize on this growing 
activity will find that industrials are 
taking increased precautions before 
allowing outsiders in their plants. 
In some cases this is due to the fact 
that the work is being done on a 
confidential basis, in others to guard 
against sabotage or fifth column 
activities. However, where the 
wholesale house is known or the 





Salesman George  Baitinger (left) 
makes the complete rounds with a dif- 
ferent sample each trip—this time a 


fuse puller. 
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salesman has been calling on this 
class of trade over a period of time, 
it is generally an easy matter to 
secure passes for entry. 

Aside from these special condi- 
tions encountered today in the field 
of industrial selling the art of selling 
never changes. It may vary in form 
and presentation, but the story must 
be told convincingly day in and day 
out, must be backed up with accurate 
data and knowledge and, last but 
not least, 1t must be told to the right 
people. 

It is necessary to be acquainted 
with the operation of a plant and 
with its practical problems as well 
as with the products that are to 
be sold. Recommendations to the 
superintendent of production and to 
the maintenance man are then of the 
kind which add to the length of the 
order. Experience in the field, sales 
meetings, magazine reading, con- 
tinual day in and day out calls on 
the various departments of an or- 
ganization, seeing specifications 
drawn up, requisitions issued and 
purchasing done, will equip a man 
to do successful industrial selling. 

In our organization, we have a 
sales meeting each week except dur- 
ing July and August. Beside our 
regular outside force we include in 
these meetings the inside selling 


force—the countermen and_ those 


who give data and take orders over 
the telephone. At most meetings 
we invite manufacturers’ represen- 
tatives to address our men on the 
products which they manufacture, 
with special emphasis on new items. 
We ask them to tell where and how 
the products are used. When a 
commodity is new, or one that we 
have not handled long, we ask the 
manufacturer’s representative to 
make calls with the salesman until 
our men know the product thor- 
oughly. 

This training for our inside, as 
well as our outside force, is very 
valuable. Our personnel is so set 
up that we have certain men to han- 
dle telephone orders. These men 
know the details, quote prices and 
are acquainted with stock conditions 
of all commodities. While not as- 
signed to definite accounts, it often 
happens that customers prefer to 
deal with the men they know and 
can count on for personal attention. 

Counter salesmen can be of serv- 
ice to industrial plants calling for 
pick-ups. Generally, items are 
known or selected from a catalog, 
but a counterman who knows mate 
rials, their uses and advantages, can 
be of real service. 

In calling on industrial plants, the 
outside men find that in order to 


secure acceptance for a_ specific 





Better lighting is order of the day—for home, store, office, factory. Sales de- 
velop when the prospect is convinced that present lighting is inadequate. Most 


effective “convincer” is the light meter. 


Then comes the next step of showing 


samples. In this case, George Baitinger talks fluorescent. 
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product, it is often necessary to do 
missionary work, not only with the 
chief electrician but also with the 
superintendent and sometimes even 
with the production engineer. After 
this first step, it is often fatal to 
neglect the buyer or purchasing 
agent. While in many cases individ- 
ual recommendations are accepted 
by him, in others, friendship or the 
desire to avoid a multiplicity of ac- 
counts on similar products, will 
cause him to shift the order to a 
competitor if he has not been prop- 
erly recognized and cultivated. 
The successful salesman makes it 
a practice to carry a sample in order 
to give his story variety and prac- 
tical interest. Our men are re- 


and must carry it until all of their 
accounts have been thoroughly cov- 


quired to carry a sample at all times, 
] 7 
ered. 

There is no substitute for the 
sales that are made through real 
down-to-earth, practical, on-the- 
sround suggestions built around a 
sample actually shown. They stimu- 
late confidence, are an immediate 
source of revenue, and in addition 
are of utmost importance in future 
relations with the account. 

These days our salesmen are par- 
ticularly active in recommending 
better lighting through the use of 
fluorescent lamps and fixtures. Sales 
of equipment for new installations 
range from those in banks or offices 
to those in industrial organizations, 
and in many cases the totals have 
run into good-sized figures. The 
men who neglect this item are losing 
a good bet and are missing out on an 
opportunity to render a service to 
their customers. The chance is that 
these men will find some other 
wholesaler doing the job and under- 
mining their prestige on the account. 

With manufacturing curves on 
the upswing, industrial accounts be- 
come of greater and greater im- 
portance to the wholesaler. As we 
have said above, there is just one 
way to sell them, or any other ac- 
count. Tell the story convincingly, 
day in and day out, with complete 
data and knowledge to the right 
people, and tell it from a practical 
standpoint. 


Then, when the order has been 
secured, make sure that every prom- 
ise you made can be and will be ful- 
filled by your house. 
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When Sellin 


By A. B. Conklin, Jr. 





D Fluorescents 








with other 
fluorescents are per- 

forming an important function 
in the national defense program. In 


OGETHER 
lighting, 


types ol 


his selling, the wholesaler’s salesman 
will find that while many prospects 
are interested only in obtaining sat- 
results most of 
them want to know what makes a 
product tick. And this is especially 
the case with fluorescent 
because of its newness. 


isfactory lighting 


lighting 


Therefore, the wholesaler’s sales- 
man who has a good grasp on 
fundamentals of lighting, who can 
readily review for his customer the 
pertinent details about design and 
operating characteristics of fluores- 
cent will be much better equipped 
to turn interested prospects into 
buyers. 


Here are, briefly explained, the 
things that every wholesaler’s sales 








man should know about fluores- 
cents. 

At each end of the tubular fluo- 
rescent lamp is an electrode formed 
of a small coil of wire. These elec- 
trodes are coated with a material 
which emits electrons when heated 
and, incidentally, it is this action 
which causes the sputtering when 
the lamp is first turned on. The 
electrons carry the arc current 
which passes through the vaporized 
mercury and acts on the phosphors. 

The inside of the tube is cov- 
ered with fluorescent powders or 
phosphors, the kind used depend- 
ing on the color lamp desired. Fol- 
lowing are the phosphors applied 
to the interior surface and the re- 
spective colors produced : Zine Sili- 
cate, green; Calcium Tungstate, 
blue; Cadmium Borate, pink; Zinc 
seryllium Silicate, yellowish white; 


White fluorescents trough- 
mounted under diffusing glass 
in main board room of a brok- 
erage house give 35 footcandles 
on desks with no 
(G. E. photo) 


shadows. 


Two units in T formation over 
drafting table give 70 foot- 
candles at center of boards. 
(Wheeler Reflector photo) 


Magnesium Tungstate, bluish 
white. The gold and red lamps are 


coated with a pigment before their 
phosphors are applied. 

In principle or theory, the fluo- 
rescent lamp has not changed dur- 
ing the past two years, but its effi- 
ciency has been increased to a re- 
markable extent during that time 
due to improved manufacturing 
procedure and better methods for 
processing and applying the phos- 
phors. Considering all the lamps, 
the average increase in efficiency 
since March, 1939, is over 23 per 
cent, with the new White 48 in., 
40 watt lamp leading the parade 
with a 51 per 
efficiency. 

The average life span of the fluo- 
rescent lamp is 2500 hours under 
normal conditions. It must be un- 
derstood, however, that too fre- 
on-and-off — will 
shorten the life because the material 


cent increase in 


quent turning 
on the electrode is evaporated just 
that much faster. 

The most commonly used sizes 
are as follows: 15 watt, 18 in. x 
1 in.; 20 watt, 24 in. x 14 in.; 30 
watt, 36 in. x 1 in.; 40 watt, 48 in 
x14 in. The latter is available onl) 
in Daylight and White. Anothe: 
lamp, 58 in. x 14 in. and rated at 
100 watts (including a rectifying 
auxiliary) is available in White 
and Blue-White and is intended for 
industrial applications. Two other 
fluorescents, one 6 in. long, rated 
at 4 watts; and the other 9 in. long 
and rated at 6 watts are intended 
for special photographic lighting 
The 9 in. tube being used for loca 
lighting such as bed lamps. 

Like all arc lamps, the fluores 
cent tube requires some method fo 
limiting the current drawn by th 
discharge. Consequently auxiliar) 
equipment is required to: 1) pr 











siFor More Production 


It is frequently necessary to explain in detail the 


= 





how, where, why of this relatively new light source 





heat the electrodes; 2) provide a 
high voltage “kick” to start the arc 
between the electrodes; 3) prevent 
the current from increasing beyond 
the limit set for each size lamp. 

When fluorescents were first in- 
troduced, a choke limiting the cur- 
rent, and an automatic starting 
switch, were enclosed in one case. 
In most cases the choke worked out 
okay, but the switch was more com- 
plicated and caused some difficulty. 
Today these two elements are sepa- 
rate, so the switch can be replaced 
without interfering with the choke. 

Earlier switches were either ther- 
mal, using a bimetal heated by a 
resistor, or magnetic. Neither was 
just the thing, so the glow switch 
was developed which uses an elec- 
tric glow discharge to heat the bi- 
metallic strip instead of an incan- 
descent wire as was employed in 
the thermal switch. A major ad- 
vantage of the improved unit is 
that it is disconnected electrically 
when not actually starting the 
lamp. 

As now manufactured, the small 
glass bulb containing the bimetallic 
strip and gas is enclosed in a metal 
container, together with a small ca- 
pacitor across the switch terminals 
which reduces radio interference 
when starting. 

In today’s practise the choke 
(ballast) is encased separately and 
the switch case is part of the lamp 
socket, located directly below the 
lamp, easily accessible and facili- 
tating repair or replacement, when 
necessary. 

In re-designing auxiliaries, the 
experts also went to work on the 
power factor and flicker conditions. 
Result is that, in two-lamp installa- 
tions, new ballasts consist of a 
thoke for one lamp, and a choke 
ind a capacitor for the other—both 


housed in one case. The inductance 
and capacitance is such that the 
power factor of the combination is 
above 90 per cent. Called Two- 
Lamp Ballasts these are available 
for use with all standard fluores- 
cent lamps. 

Two-lamp ballasts result in re- 
duced flicker because one lamp is 
operating at a leading power factor 
and the other at a lagging power 
factor, the two being about 115 de- 
grees out of phase. 

Fluorescents are designed pri- 
marily for alternating current and 
can not be expected to operate 
nearly as efficiently on direct cur- 
rent. However when prospects hav- 
ing d.c. supply insist on having 
fluorescent lighting, they can be 
taken care of by adding special re- 
sistors which will control the cur- 
rent to the value of the lamp. The 
usual ballast and starting switch 
are also necessary. It must be re- 
membered, though, that as much 
wattage is dissipated as heat, as is 
required for the lamp. 

In selling incandescent lighting, 
we are not concerned with sur- 
rounding temperatures, but sur- 
rounding temperatures do affect 
fluorescent operation, because they 
control or influence tube tempera- 
tures, which in turn, affect lumen 
output. It has been learned that 
fluorescent operation is most effi- 
cient when tube temperature (not 
surrounding air temperature) is be- 
tween 100 and 120 degrees F. For 
every degree drop below this range, 
there is a one per cent decrease in 
light output. 

Accordingly this means that if 
fluorescents are going to be installed 
outdoors, or in other cold locations, 
they should be protected by hoods 
or glass enclosures. When the tube 
temperature goes above the 100-120 
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degree range, the light output also 
drops, but not to the same extent. 
Up to about 200 degrees (tube tem- 
perature) there is a one per cent 
light output decrease to a three de- 
gree tube temperature increase. 
Everyone familiar with fluores- 
cent installations knows that hum- 
ming and radio interference can re- 
sult. The auxiliary hum comes 





Porcelain reflectors carrying two 40 watt 
fluorescent tubes provide abundant light 
where precision workmanship is essential. 
(Day-Brite photo) 


from the magnetic action in the 
choke coil elements. Hum can be 
reduced by rubber mounting of con- 
trols, using rubber washers, pre- 
venting metal from touching metal. 

Radio interference can be reduced 
by good grounding, short leads from 
lamp to resistance, metal mounting 
for sockets. 

This article merely covers the 
technical highlights of fluorescent 
lighting. If more specific informa- 
tion or engineering data is desired, 
it can be secured from representa- 
tives of the lamp and fixture manu- 
facturers. 
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armers Take 


0 The High Line 


With R.E.A. and private utilities carrying electricity to 





By S. E. Dellinger 


America’s farms, wholesalers find broader markets for 


wiring materials, lighting, motors, apparatus, appliances 





LECTRICAL wholesalers — serv- 
ing farm territories are in the 
midst of a rapidly expanding 

market. Both private utilities and 

R.E.A. cooperatives are construct- 

ing rural lines at a rate which can 

best be illustrated by citing what’s 
happened during the past several 
years. 

In 1935, only 10.9 per cent of 
America’s farms were connected to 
high lines. The next year the per- 
centage increased to 11.6 In ’3/Z, 
15.4 per cent of the farms were 
electrified. In 1938 the percentage 
rose to 18.2 and last year to 20.6. 
By the end of 1940 it is estimated 
hat 25 per cent of the farms will 
be using electricity. 

The estimate for 1940 is based on 
the fact that during the fiscal year, 
which ends next June 30, R.E.A. 
itself will loan 100 million, the high- 
est amount for any year to date. 


Meanwhile, private utilities are 


considerable sums _ ot 


money for new farm lines. 


spending 


That, then, is the healthy condi- 
tion of the 


farm market. These 
hundreds of miles of farm lines being 
constructed each month represent 
new customers for line construction 
materials, wiring products, lighting, 


motors, 


ventilating equipment, ap- 


pliances, and so forth. 


Because electricity is making its 


N 
N 





S. E. Dellinger, general manager of 
Electric Sales and Service Co., Atlanta, 
Ga., surrounded by part of the company’s 
normal two-car stock of water pumps 
and tanks—all destined for farm appli- 
cations. 


initial bow in most rural areas, con- 
siderable educational work is neces- 
sarv to: (1) interest non-users in 
electricity; (2 


acquiring ) show 


those farmers, who have already 
wired their places, how to use the 
energy more effectively. 

The major portion of this edu- 


cational activity is carried on by 


utilities and the Rural Electrification 
Administration, primarily through 
the medium of large demonstrations 
or shows which run anywhere from 
one to three days. In addition to 
the practical lectures telling how 
to apply electricity in the home and 
for greater production, manufactur- 
ers cooperate with exhibits dem- 
their 
products can be used. 
Working with his contractors and 
retailers 


onstrating how particular 


general 
stores), the wholesaler can capita- 
lize most fully by going into action 
immediately following these meet- 
ings. By maintaining close contact 
with such activities, he will learn of 
new private utility extensions or the 
formation of R.E.A. cooperatives. 

In the latter field especially, pri- 
vate contractors build the 
thereby providing the 
with the 


(electric or 


lines, 
wholesaler 
opportunity to 
orders for poles, cross arms, wire, 
transformers, 


secure 


insulating materials, 
lineman’s tools. That, in itself, repre- 
However, the 
broader market opens when indi- 
vidual farmers tap onto the new 
high line. 


sents big business. 


It is important to remember in 
this selling, that, while the average 
farmer is a close buyer, he will no‘ 
dependability for price. 
We have found that concerns sell- 


sacrifice 
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he 
di- 


CW 


ing undependable, inferior merchan- 
dise to the rural market are fast 
heading for failure. 

The farmer is the sort of person 
who can appreciate the fact that it 
is advantageous to invest a few 
extra dollars for a decent wiring job. 
He can see the practical need for 
using No. 12 wire in branch circuits 
instead of No. 14. Also his wife 
can understand that a_ sufficient 
number of outlets in the kitchen, 
dining room and parlor will be 
necessary, not extravagant. 

Lighting for the most part must 
be plain, not expensive. Since most 
farm houses are pretty much alike, 
it isn’t a question of selling fixtures 
according to the design of the home, 
rather from the standpoint of prac- 
ticability. For reading and sewing, 
farm people need good lighting, 
therefore I.E.S. lamps sell well. 

As far as lighting is concerned, 
the farmer is a better customer than 
his city cousin, because lighting does 
not stop with the house. He will 
want to illuminate his barnyard. 
Usually two or three units will do 
this sufficiently. Incidentally, it is 
frequently possible to give him just 
as good a job, at less expense, by 





attaching these floodlights to present 
buildings, thus eliminating the 
necessity for poles. The farmer 
needs lighting, too, in the main barn, 
cattle barn, machine shed, dairy, 
corn crib. 

Somewhat like an industrial cus- 
tomer, the farmer requires electric- 
ity for better, smoother production. 
For instance, not simply to provide 
illumination, but to step-up egg pro- 
duction, chicken house lighting is 
important with the chickens un- 
breakable habit of going to roost 
with dusk, getting up with sunrise, 
wintertime cuts down scratching, 
eating, and laying time in the hen 
house. So in winter’s period of 
shorter days (incidentally when egg 
prices are highest) it pays to fool 
the hens with artificial light which 
will keep them active over a longer 
period each day, with greater egg 
production as a result. 

Electric brooders are superior to 
others because heat is maintained at 
an even temperature, thereby con- 
tributing to growing of stronger, 
more healthy chicks. Also, electric 
brooders are much safer. Since 
there is no open flame, it is prac- 
tically impossible for the brooder 
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Extra man-power for the farmer at no 
monthly wage, a portable motor can be 
used to grind feed, shell corn, hoist hay. 


house to take fire and burn up. 

Your contractor-dealer hasn't 
stopped his selling yet, though. The 
farmer will want an electric water 
pump to assure an adequate supply 
of water for home and stock, with- 
out the necessity of hand-pumping 
when the temperamental wind dies 
down. Because farmers do their 
own fixing-up, they have many uses 
for such electric tools as drills, 
grinders, portable saws. Electric 
power can also go to work sawing 
timber, grinding feed, filling siloes, 
hoisting hay, milking cows, cooling 
milk, separating milk, threshing 
grain. 

Still the demand is not filled. The 
farmer’s wife is not satisfied with 
just lighting in her house. She is 
going to have an electric iron the 
first thing. In fact a recent survey 
of 123 R.E.A. systems shows that 
84.2 per cent of the members are 
using irons. At the same time the 
iron is bought, the family will insist 
on a radio, for this same survey 
shows that 82.4 per cent have 
radios. 

Next most popular appliance in 
the rural market is the washing 
machine, followed by the refriger- 
ator. Highest selling type of elec- 
tric range for the farm is the com- 
bination, making it possible to use 
corn cobs or some other fuel to heat 
the kitchen on chilly winter morn- 
ings. 

These are the best-selling appli- 
ances in the rural territories. How- 
ever, such other products as clocks, 
toasters, mixers, coffee makers 
move well, also. It’s a big business, 
and is still growing, as was evi- 
denced at the beginning of the 
article. Furthermore, its a market 
that is not risky for the wholesaler 
and contractor, because the average 
farmer is steady, dependable, pays 
his bills. His main handicap is lack 
of cash. That has been taken care 
of, also. For he can buy wiring 
installations, lighting, necessary 
apparatus and appliances under 
E.H.F.A., thus further assuring 
that the contractor-dealer and 
wholesaler will receive their money 
when materials have been sold. 
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Sell Light Cond 


By Ward Warburton 
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AMES A. MEIER, general sales 
Electric 
Tampa, Jackson- 
ville and Miami, has a happy faculty 


manager for 
Supplies, Inc., 


Raybro 


of making a profitable hobby out 
And Jim 
usually are pre- 
jump in 


of a sales promotion. 
Meier’s 


ludes to a 


hobbies 


volume for 


Raybro. So when the National 
Light Conditioning campaign came 


along, his interest was sparked and 
as a result for several months his 
sales organization has been actively 
pushing these lighting units. 

“We found,” 
did other 


we first 


Says Meier, “and SO 
wholesalers, that when 
started to talk this kind 
of Light Conditioning to dealers, 
many of them were not particularly 
interested in it; could see little bene- 
fit in trying to push this particular 


type of residential lighting. Check 








eo 
i een 
Ee 
Ee — 



















ing more closely we found that many 
of them were not familiar enough 
with the equipment itself to do a 
good job of selling. 

“It was apparent, therefore, that 
the situation called for systematic 
and intensive ‘dealer education’ to 
show how they could secure lighting 
business even in those cases where 
their customers could not afford to 
re-fixture. The educational program 
was launched in our territory by 
Florida utility companies in coopera- 
tion with wholesalers through a 
series of Better Lighting meetings 
in the state’s various merchandising 
centers. Equipment was exhibited 
and explained to dealers and their 
sales personnel. The advantages to 
them from the profit angle in pro- 
moting sales were pointed out. Fol- 


lowing these preliminary meetings, 
the next step was for us wholesalers 
to ‘follow through’ and keep the ball 


rolling.” 

Raybro’s Mr. Meier did just that. 
\s his initial step, he and his sales- 
men compiled a list of the dealers 

1 


ings. The lists were then checked 
with office records, and salesmen at 
once began calls on absentee-dealers 
taking to them the information and 
sales ammunition developed at the 
meetings. 

In making their rounds, Raybro 
salesmen bring to dealers’ attention 
the fact that these Light Condition- 
ing units offer fine supplementary 
lighting at a small cost to the con- 
sumer. For that reason the units 


Nine out of ten dressing tables need to 
be better lighted. Light Conditioning, 
through inexpensive units, provides the 
answer, builds sales for wholesalers. 
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James A. Meier (center) gives a demon- 
stration at Raybro Light Conditioning 
exhibit at Sarasota, Fla. 


provide a vehicle for tapping a vast 
market consisting of those homes 
and apartments where additional 
illumination is necessary, but where 
it is impossible to sell complete re- 
lighting jobs. 

[It is also pointed out to the deal 
ers how the Light Conditioning pro 
gram is being advertised both by 
national 


local campaigns and in 


magazines by the manufacturers 


Another strong sales tool availabl 
to the retailers is the attractive dis 
play stands which require a mini 
mum amount of space, but are larg¢ 
enough to show a number of units 
and are designed to do a silent-sell- 
ing job. 

One of the Raybro 
J. H. Wade, who travels from the 
come up 
with a good bit of showmanship for 
helping to get dealers’ attention. He 
decided that he might get under the 
guard of some of his more indiffer- 
ent dealers via their natural hump 
of curiosity. Moreover, the gadget 
he invented for the purpose tied-in 


salesmen, 


Jacksonville house, has 
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for the Home 






Raybro sales of Light Conditioning units have cashed in on a 


mass market, look ahead to sale of complete relighting jobs 





nicely with the ideas he wants to put 
across. 

Wade appears in dealers’ stores 
with a white cardboard disc fastened 
to his left coat-lapel. Carefully 
lettered on the disc are the words, 
“SEE ME—ABOUT L.C.” In the 
center is a small flashlight lamp at- 
tached by a wire, passing through 
the buttonhole in his lapel, to a bat- 
tery in his pocket. Upon 
entering a dealer’s Wade 
flashes the lamp by means of a sim- 
ple make-and-break device. 

The response is immediate. The 
dealer’s personnel bombards him 
with questions. “Is it a lodge initia- 
tion gag?” one clerk wants to know. 
“Did you lose a bet?” 
other. 

Then Wade continues to flash his 
light, deaf to all questions, until all 
present in the store, including the 
dealer or his buyer, has joined the 
audience. When he has his audience 
Wade tells his story—‘‘Light Con- 
ditioning promotion builds business 


coat 


store, 


queries an- 


for dealers.” 

While Wade has developed an 
effective stunt for gaining attention, 
he and the other Raybro salesmen 
are backed by strong sales ammuni- 
tion. Included is a 32-page manual 
for their use in selling the program. 
This manual is intended to serve the 
dual purpose of showing dealers and 
their customers how each may bene- 
fit from Light Conditioning and how 
in each case this result can be 
brought about. 

Each page in the front of the book 
deals with the proper illumination 
of a single room. At the center of 
the page are photographic repro- 
ductions of living room, bedroom or 
kitchen before and after it has been 
“conditioned.” Bordering the room 
illustrations are others picturing the 


various types of lighting equipment 
which produce the desired result, 
together with their stock number 
and retail price. The catalogue is 
doing a sales job, too, for dealers 
report that customers often are sur- 
prised at the nominal cost at which 
they can obtain really adequate 
lighting. 

Many of Raybro’s retailers, par- 
ticularly in the smaller communities, 
have been skeptical—and frankly so 
—on the subject of “Light Condi- 
tioning.” They have been doing 
what seemed to them a satisfactory 
volume on regular type lamp fix- 
tures and can see no reason for 
stocking up on “gadgets.” At the 
back of the manual is material de- 
signed to whittle down this brand 
of sales resistance. 

Here are pictured a number of 
display assortments with the retail 
and net prices of the individual units, 
Totals, in- 
cluding profits, are shown in heavy 
type. It does not take a mathe- 
matical wizard to tell at a glance that 


which compose them. 


the margin to the dealer approxi- 
mates 50 per cent. He sees, also, 


that a comparatively small invest- 


ment will put him into the Light 
Conditioning business—and keep 
him there. Likewise it takes little 
argument to convince the dealer 
that once he has done a bit of mis- 
sionary work in establishing his new 
line, it will take no longer to sell a 
lamp at 35 cents to 60 cents than 
it does at 10 cents to 20 cents. 

Another “horse and buggy” idea 
that Meier and his sales force have 
been successful in eliminating is that 
of the dealer who thinks he will be 
stepping on his own toes, if he 
takes this particular Better Lighting 
Promotion too seriously—that by 
selling a few adapters he has spoiled 
a sale for new fixtures. 

“Our answer to that argument,” 
says Meier, “is that there are dozens 
of prospective customers for some 
form of Light Conditioning adapters 


to one prospect for new fixtures. 
What's more, we tell these skeptics 
that through getting the public ac- 
customed to better lighting with this 
method, they have a 


better chance of stepping in later to 


inexpensive 


discuss and sell the marked improve- 
ments made in residential fixture 
designs during the past months.” 


Wall lamps and adapters using silver bowl lamps provide inexpensive lighting 
for any room in the house, educate the consumer to want a better job later. 
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Electrical contracting undoubtedly furnishes the best market in which whole- 
salers’ salesmen can sel] wiring materials. Salesmen selling G-E Wiring 
Materials in this market are fortunate because the G-E line meets contractors’ 
needs in the following ways: 
The G-E line includes the conduit products, the wiring device items 
and the grades of building wire needed for any wiring installation. 
New materials are being added to the G-E line continually — materials 
that will meet new needs and will enable contractors to make better, 
faster installations. 
The quality of G-E materials is high. They can be depended upon 
to give good service. Moreover, G-E materials are easy to install. 
In fact, the distributor salesman handling G-E Wiring Materials is 
equipped to satisfy the needs of his contractor customers who 
compose his best market. Wiring Material Section, Appliance and 
Merchandise Department, General Electric Company, Bridgeport, Conn. 





General Electric recently in- 
troduced anew line of 
standard switches complete- 
ly insulated with Textolite, 
Cat. No. 2841, etc. Blades Fan 
are securely anchored in . ae 
Textolite blade carriers. ‘ rN 


GENERAL @ ELECTRIC 
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MEN 


yous should hesous 





ISTRICT manager for Westing- 
house Electric Supply, D. M. 


Salsbury 


heads four of its 
houses—Seattle, Tacoma, Spokane 
and Portland. In his district are 116 
employees, 60 of whom are in sales 


work. Since the salesmen cover 
Washington, Oregon, parts of Idaho 
and Montana, as well as Alaska, 
Salsbury’s responsibility extends 


over a territory running 2500 miles, 
north and south; 600 miles, east 
and west. 

To successfully promote sales in 
an area so far-flung, so varied in 
kinds of people and interests, re- 
quires a flexible type of mind. For 
living there are fishermen, miners, 
lumber mill operators, mariners and 
longshoremen, city people in large 
metropolitan centers, loggers, ranch 
ers and a score of other diversified 
fields. To handle his forces and re- 
sources in such a way as to keep all 
these people electrical-minded is, 
broadly speaking, his job. 

Salsbury was born in Belleville, 
Ontario, moved west to Calgary as 
a lad, became a United States citi 
zen in 1924. As soon as he finished 
high school in Calgary, he entered 
the electrical industry with North 
ern Electrical Co. there. 

\fter two years he migrated to 
Oakland, Cal., going into the stock 
room of the then Western Electric 
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D. M. SALSBURY of Seattle 


Rides herd on a 600 mile by 2500 mile terri- 


tory—from Eskimos to Montana cow punchers 


Co. (supply department). Next he 
joined Valley Electrical Supply Co. 
of Fresno, at that time a subsidiary 
of San Joaquin Light & Power, and 
a combined wholesale and _ retail 
house. This connection gave him 
good experience in working with 
electrical contractors and _ retailers, 
so that he got a call from Electric 
Railway & Manufacturers’ Supply 
Co. to become an outside salesman. 
This company was purchased by 
Westinghouse in 1920. 
In 1929, he was 
Wesco’'s San 


merchandise sales manager. 


brought into 
Francisco office as 
Four 
years later, he moved to Salt Lake 
City as manager of the Inter-Moun 
tain Electric Co., a Westinghouse 
1939, he 


went to Seattle as district manager. 


subsidiary. On January 1, 


1 


\nvone in search of an architect 


to design an electrical wholesale 
warehouse could look to Mr. Sals- 
bury for advice. In 1936 he super- 
vised the planning of a new house 
at Salt Lake City. And the Seattle 
warehouse completed in 1939 shows 
clearly the Salsbury touch. 

With a fairly good section of the 
whole west to look after, he has a 
In fact, 
he confided that work is his favorite 


ereat amount of work to do. 


sport and he likes it better than any 
thing else. 

He says that for relaxation he 
likes to fish, and that he plays golf 
“some.” Now when one of these 
Seattlites, with year-around facilities 
for golf, says that he plavs “some” 
or a “little”, a surprise is usually 
due for the one who starts some 
thing with any serious, so-much-per 


hole intent. 











NERAL CAB 
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| General Cable recognizes established 


electrical wholesalers as the logical 





i outlets for wire and cable products— 
A | and maintains its distribution policy 
‘ accordingly. 
; Distributors of General Cable 
f; products recognize the benefits of a 
f reputation for sound engineerin 
i p : > S> 
, responsible manufacture and well- 
Z known trade brands. 
‘ 
The Get eTa Cc able Sales Offices are a nearby source ¢ f sales 
assistance. Sales Offices located at Atlanta, Boston, Buffalo, 
Chicago, Cincinnati, Cleveland, Dallas, Detroit, Los Angeles, 
Kansas Citv( Mo. ), NewYork, Philadelphia, Pittsburgh, St. Louis, 
. Rome (N.Y.), San Francisco, Seattle, Washington (D.C. 


1E LINE THAT HAS lf ~ 


IN WIRES AND CABLES 
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Alert Management 
Urged at Pittsburgh Convention 


Speakers at wholesaler meeting emphasize need for re- 


sponsible, well balanced management during months 


ahead 


while 


country rushes its 


defense 


program 





HE importance of wise business 
management in the period im 

mediately ahead was keynoted 
by Chairman John M. Newton in 


his opening address, and __ that 


thought was further emphasized by 
other speakers on the NEWA pro 
gram at Pittsburgh last month. In 
Mr. Newton's opinion, wholesalers 
and manufacturers have a common 
responsibility to serve industry and 
the public economically and effi 
ciently. To accomplish this, he ad 
vised management to avoid obsoles 
cence, not simply in stocks, but in 
merchandising methods, warehous 
ng practices, sales technique. 

In addition to that responsibility. 
he declared that 
the welfare of employees; 


thev are trained undet 


Management must 
conside1 
make certain 
qualified men; also that they are 
given an incentive, with ample and 
recognition of efforts 


voluntary 


Three generations of Parkers line 
up—Son W. M., Father J. H., and 
Grandson W. M., Jr—all of the 
Union Insulating Company, Parkers- 
burg, W. Va. 


30 


H. 


Cran., Nugent & Kranzer, N.Y.C.; A. L. Perry, 
Graybar, Cleveland; L. A. Bodkin, Elec. Supp., 
Ingram, Buss; hk. W. 
Muskegon. 


Des Moines; J. C. 
patrick (Elec. 


Reviewing some activities of the 


NEWA 


Newton stated that 


headquarters staff, Mr 
market studies 
are being conducted and that the 


information obtained is 
to the membership. 


experience, he said that his com 


Speaking trom 


pany had used this marketing data 


to good advantage. He related how 


the staff is working with various 
governmental agencies and accom 
plishing results which are beneficial 
to the entire industry, as well as 
to the government. Further, the 
staff has contacted numerous major 
appliance distributors with satisfac 
tory results. (Seven major appli- 
ance distributors have joined the 
association since the May meeting ). 

Mr. Newton also reported that 
NEW A is cooperating in such in 
dustry programs as Adequate Wir 


+ > tt - i. + 
Ligh etter Sight 


i 


ing: Better 


\merican Lighting Equipment 
| 


T. Bussmann, Buss Fuse; W. 


available 


J. Kranzer, 


Fitz- 


\ssociation;: Modern Kitchen Bur 


eau, and so forth. He urged indi- 
idual wholesalers to tie-in locally 

The responsibilities of business 
were never greater than today, de 
\ckerly at 


the opening of his address. The 


clared Counsel Dana T. 


position of the wholesaler at the 
resent time is much better than at 
ie start of the last war because 
en, he said, wholesaling was not 
considered an essential industry, 
whereas that situation has changed. 
He mentioned that Miss Harriet 
Elliott, 


on the 


consumers’ representative 
National Defense Commis- 
sion, recognizes wholesalers as vital 
to national defense. 

W. A. Robertson, chairman of the 
board of Westinghouse Electric & 
Mig. Co., who was introduced by 
B. W. Clark president of Westing 
house E] 


‘lectric Supply Co., stated 


hat the \merican people enjoy 
Les Latham, FE. B. Latham ©& Com- 
pany, New York; Charles Porter, 
jnaconda Wire; and Jim Sidway, 
Westinghouse Electric Supply Co., 
Detroit. 
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ten times the amount of material 
goods as do people in other parts of 
the world. According to Mr. Rob- 
ertson ours is the best civilization, 
based not only on material advan- 


tages, but in regards to freedom, 
kindliness, a minimum of class con- 
sciousness. 

Although America already has 
much of which to be proud, Mr. 
Robertson said the American public 
expects still more help from busi- 
ness men, scientists and inventors in 
order to continually improve our 
standards. 

In the electrical industry he said 
that wholesalers can be of further 
service to manufacturers by suggest- 
ing product improvements or en 
tirely new items that might be 
practical to develop and manufac- 
ture. Furthermore, he mentioned 
that all manufacturers welcome ideas 
on how to increase sales of these 
products. 

Warren I. Bickford, chairman of 
the program committee, had a sur- 
prise for the convention when he 
introduced Member McKew Parr, 
president of Parr Electric Co., 
Brooklyn, who had just returned 
from a two months visit through 
many Pacific Islands. In fact Mr. 
Parr had arrived by plane from the 
West Coast the day he addressed 
the convention. Consequently he 
was able to present an up-to-the- 
minute slant on conditions there. 

Of good news was his report 


that defense activities are advancing 
rapidly in our Pacific possessions. 
Not so rosy from America’s stand- 
point was his observation that the 
Japanese seem to enjoy the respect 
and friendship of the natives of the 


Jim Bennan, Jefferson Elec.; J. H. 
McKenna, Knapp-Monarch (hat); L. Mer- 
refield, Englewood Elec., Chicago; F. 
Van Cleef, Van Cleef Bros.; Gene Ball, 
Comm. Edi., Chicago. 


Hawaiian Islands and the Philip- 
pines. 

His summary of the electrical in- 
dustry in the latter territory was 
also highly interesting. The electri- 
cal wholesaling business is con- 
trolled by Chinese, with natives com- 
prising the warehouse forces. Most 
of the materials used are of Ameri 
can manufacture, sold through 
\merican agents. 

Warehouse employees have a 40 
hour week, but receive very little 
pay. However they manage to save 
their housing costs by living in the 
warehouses with their families. 
Electrical goods not only must share 
space with humans, but also with 
groceries, for Mr. Parr explained 
that most of the electrical whole- 
salers also distribute food stuffs. 
The confusion is further intensified 
by the fact that there is no system 
in the arrangement of stock—beans 
next to fuses—sugar adjoining con- 
duit fittings. 

At a session for members, J. 
Markel, president of the American 
Lighting Equipment Association, 
outlined the progress that group has 
accomplished towards helping deal- 
ers, wholesalers and the manufac- 
turers themselves sell more resi- 
dential fixtures. He told how the 
design board is functioning; also 
discussed details of the specification- 
certification plan under which ar- 
rangement, manufacturers submit 
samples for testing. 

The commodity committees held 
their sessions on Wednesday and 
following are brief summaries of 
some of those reports— 
Conduit—Sales are up approximately 25 
per cent during the last quarter over the 


Walter Blue, Columbian Elec., Kansas 
City; E. N. Calhoun, Edwin L. Wie- 
gand Co.; and A. J. Musser, Dauphin 
Electrical Supplies, Harrisburg, Pa., face 
the camera. 


previous quarter. Plants are operating 
at capacity, therefore wholesalers are 
urged to anticipate requirements, stock 
accordingly, so they will be in the best 
possible condition to serve their cus- 
tomers. 

Outlet & Switch Boxres—Recommended 
that manufacturers try to reduce the 
number of products wherever possible 
The continually growing number of 
items makes for complex, difficult and 
ostly stocking. The committee felt that 
if manufacturers increase production of 
galvanized finishes it would be possible to 


if 





luce costs to a point where prices will 
approach or possibly beat th ost of 
black enamel finish. This would tend to 
eradually reduce demand for the latter 
Residential Lighting Fixtures—Re 
mends that wholesalers support the pro 


motion program of A.L.E.A. It will be 
yrofitable, not only in increased fixture 


sales, but also because of the additiona 
onstruction materials business necessary 
to serve ceiling outlets. 


> 


une 30th, R.E.A. will loan $100 million 

is money will build some 125,000 miles 
of line to serve 300,000 rural home 
steads. It is estimated that each of these 
will require $40.00 worth of inside wir- 
ing materials, totaling $12 million which 
contractors and wiremen will pay to sup- 
pliers“ of wiring materials. On top of 
this about $4,500,000 worth of lighting 
fixtures are involved. R.E.A. officials are 
anxious to have wiring done by reliable 
contractors 


R.E.A.—For the fiscal year ending next 
| 
' 


Wire & Cable—To date there hasn't 
been a large demand for small diameter 
wires but problems of national defense 
may cause much heavier demand for this 
product. Wholesalers should look for 
markets that might be opened by use of 
small diameter wires. The committee 
recommended that the contract plan of 
selling on specific job contracts be dis- 
continued and tentatively suggested as a 
substitute that contractors place regular 
orders covering their specific require- 
ments for a given job, to be taken within 
a limited specific time. 


\s is the custom, the spring meet- 
ing of NEWA will be held at The 
Homestead, Hot Springs, Va. In 
case you have your 1941 calendar, 
you can jot down the dates—May 18 





tO 2d. 


J. W. Milford, A.L.E.A.; Harry Roseth, 
Co-op Electric, Chicago; Joseph Markel, 
Markel Elec. and A.L.E.A.; Leonard 
Cohn, Triangle Elec., Chicago, were talk- 
ing residential lighting. 
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Because it’s such an easy way to make “plus” profits, 





more and more electrical wholesalers are taking 
steps to sell Automatic Electric private telephone 


systems to their customers. 


If you are not yet offering these popular inter- 
communicating systems begin at once and start get- 
ting your share of this paying business. 


Nei: ' 5 Our representative in your territory will be pleased 
to supply you with full information, literature and 
Automatic Electric intercommunicating systems are designed for private service. . x 


prices on the complete line. Talk to him today. 


They are not intended to be connected with the public telephone system. 


AUTOMATIC <> ELECTRIC 


PRIVATE INTERIOR TELEPHONE SYSTEMS 


Distributed by: AMERICAN AUTOMATIC ELECTRIC SALES COMPANY, 1033 West Van Buren Street, Chicago, Illinois 
Sales and Service Offices in Principal Cities * In Canada: Canadian Telephones & Supplies, Limited, Toronto 
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CAMERA CLICKS 
At Pittsburgh Convention 


1. Robert Clark, Paranite; Harry A. Brown, Jno. E. Graybill & 
Co., York, Pa.; J. G. Searls and B. F. Clark, Paranite. 


2. Wm. G. (Bill) Campbell was snapped in the lobby. 


3. E. A. Jones, Havens Electric, Albany, N. Y.; G. T. Morrow 
Curtis Lighting, Inc., watch the flash. 


4. Saul Block, Billy Bleiman, Joe Riesman, Al Block—all of 
Royal Electric Company. 


5. Les Wheeler, Trumbull; R. M. Johannesen, Brower Electric 
Supp., Greensboro, N. Car.; R. C. Graves, Trumbull Elec. 


6. Otto Frankenbush, Hawkins Electric, Chicago; Ernie Hassel- 
quist, Fox Electric Supply, Elgin, III. 


7. G. H. Wahn, George H. Wahn Co., Boston; C. H. Gurney, 
Crouse-Hinds; C. C. Walker, G. E. Lamps (background). 


8. August Kubec, Kubec Electric, Chicago; John Olsen, Olive: 
Iron & Steel, in lobby visit. 


9. Lou Fromm, HiFro Elec., Plainfield; Al Fromm, Morristown 
N. J.) Elec.; Ira Jaffe, Silk City Elec., Paterson. 

10. Felix Van Cleef, Van Cleef Bros.; Joe Schulte, Service Elec.. 
Pittsburgh, in gay mood. 


11. Bruce A. Fleming, Edwin L. Wiegand Co. and Ross H. Adams, 
Hendrie & Bolithoff, Denver, Col. 


12. G. E. Wehner, M. B. Austin, Jr.. and A. H. Friend spread the 
word on behalf of The M. B. Austin Co. 


13. Paul M. Leary, Wadsworth Electric; N. C. Goldman, Com- 
mercial Electric, Toledo; Jack Bogdan, B & B Electric, Cincinnati: 
N. J. MacDonald, Thomas & Betts. 


14. Samuel Kaplan, Belasco Elec., Chicago; M. P. Thiel, McGill 
Mfg. Co., confer on this and that. 






































“He gets into more places 
than Houdini got out of!" 








Open doors to greater sales opportunities— 
sell fluorescent in 


Certified* FLEUR-O-LIERS 


Here’s Why You'll Be Interested In Selling 
Certified* FLEUR-O-LIERS 


You can sell a nationally advertised product. FLEUR-O-LIER 
advertising in Saturday Evening Post, Time, Newsweek 
and 15 trade and business publications has been helping 
to pre-sell your customers. 


Some of the many industrial and com- 
mercial FLEUR-O-LIERS now available 
in a wide variety of prices and sizes. 


Joe isn’t a super-salesman. But his boss is an opportunist. 
He can spot a red-hot item a mile away. And fluorescent 
indoor daylight in a Certified&* FLEUR-O-LIER is that 
kind of a product! 

Your Prospect: A Vast Industrial and 


Commercial Market 


Stores, offices and factories of all types represent a large 
and swiftly growing market for fluorescent in Certified® 
FLEUR-O-LIERS ... fixtures made by over 35 leading 


You can sell a high quality product. FLEUR-O-LIERS are 
built to over 50 exacting specifications established by 
MAZDA Lamp manufacturers for electrical and mechanical 


excellence. 


You can sell a certified product. FLEUR-O-LIERS are cer- 
tified by Electrical Testing Laboratories as conforming 
to the above MAZDA Lamp manufacturers’ specifications. 
You can sell with confidence that Certified*® FLEUR-O-LIERS 
will give your customers good light and good service. 


manufacturers to employ the new MAZDA “F”’ (fluores- 
cent) lamp at its highest efficiency. 










Tear out and mail the coupon for complete information, including list of manufacturers. 


FLEUR-O-LIER 
Whenever you buy fluorescent lighting...Insist on CERTIFIED FLEUR-O-LIERS 


FLEUR-O-LIER MANUFACTURERS « 2121 Keith Building, Cleveland, Ohio 
Please send me helpful information about Certified FLEUR-O-LIERS, 








packages of indoor daylight for stores offices factories 
Name ai caiee sina 
Address 7 E es 
City = __State 
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CAMERA CLICKS 
At Pittsburgh Convention 


15. M. W. Nichols, Nichols Electric, Dayton; J. B. Dunn, Tower- 
Binford Electric, Richmond, Va.; H. T. Bussmann, Bussmann 


Mfg. Co. 








16. Walter Bieringer of Plymouth Rubber with his pipe. 


17. Hoyt O. Smith, Hardware & Supply, Akron; Howard Collyer, 
Steelduct; N. J. MacDonald, Thomas & Betts. 








18. George Lawler, Tafel Electric, Louisville; Bud Whitfield, 
Appleton Electric; and Kenneth Anderson, K. M. Anderson & 
Company, Los Angeles. 


19. N. J. MacDonald, Thomas & Betts; H. G. Carlson, Electric 
Fixture & Supply, Omaha; H. H. Benfield, Steel & Tubes; W. M. 
Goodrich, Goodrich Electric Co. 


20. C. H. Gurney and G. V. Miller, both of Crouse-Hinds, chat 
with R. M. Johannesen, Brower Electric Supply, Greensboro, N. C. 


21. Manufacturer Joe Riesman, Royal Electric Co., and Whole- 
saler E. J. Rueth of Frankelite Co., Cleveland, Ohio. 


22. A Pair Of Browns. George F., left, is with Fullman Mfg. Co., 
and Robert W. is with Pittsburgh Elec. Supply Co. 


23. Serious conversation by A. E. Tregenza, Jefferson Electric, 
and Art Anixter, Englewood Electric Supply, Chicago. 





24. Connector Talk by Ted Briegel, Briegel Method Tool Co. and 
Jim Smith, Burndy Engineering Co. 


25. Ray Worsley, General Electric Supply, Bridgeport; Les 
Wheeler, Trumbull; Ford Reed, G.E. Supply, Pittsburgh. 


26. G. E. Glatthar, of the Art Metal Co., talked lighting. 


27. Wholesalers O. G. Rasch, Interstate Electric Co., New Orleans 
and Leo Meagher, Gould-Farmer, Syracuse, N. Y. 


28. D. O. Hollie, Midwest Distrib. Co., Chicago; Dave Siegel, 
Standard Electric Supply, Milwaukee; Walter Kiefer, Kiefer Elec- 
tric, Peoria, Ill.; Harold Es Murphy, Central Conduit, Larry 
Mangione, Electric Supply Corp., Chicago. 
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There’s a big increase in amount of light here, but no sign of glare or deep 
shadows on the work. Fluorescent Daylight is so natural, so cool, so comfort- 
able, it easily steps up efficiency. No more time out for eyestrain headaches. 


MUST BE RIGHT 


To make the profits you should be making from 
Fluorescent Lighting and to assure your cus- 
tomers of every advantage they rightfully expect, 
be sure of the Fluorescent equipment you sell. 
Make doubly certain about the lamps by selling 
Westinghouse Fluorescent Mazda “F” Lamps 
which are designed to produce the maximum 
results from approved Fluorescent fixtures and 
controls. Write today for your free booklet 
A-3687, “How to SELL Fluorescent Lighting!” 
Westinghouse Lamp Division, 150 Broadway, 
New York, U. S. A. 











THESE SEALS OF APPROVAL 


are further evidences of 
quality on luminaires, fit- 
tings and fixtures for 


MAZDA “F” LAMPS. 




















Here at a Westinghouse Lamp Division plant, standards of quality and pre- 
cision are rigidly maintained. Mazda “F” Lamps must pass many inspections 
for a final OK. Fluorescent lighting itself is now used for inspection. 





Fluorescent Lighting is going into more stores, 
restaurants, showrooms, theatres, factories and 
mills every day. It gives the quantities of light 
your prospects want—at low operating cost. And 
Fluorescent gives entirely new qualities of light 
never before obtainable. 

Every commercial and industrial firm you call on 
is a good prospect for Fluorescent Lighting. Every- 
body wants to know more about its amazing bene- 
fits—such as low surface brightness and coolness. 


In other words, you have one of the biggest and 
easiest opportunities for sales and profits you’ve 
ever known! Know the facts about Fluorescent 
Lighting. Plug its advantages everywhere you go! 
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CAMERA CLICKS 
At Pittsburgh Convention 


29. Clarence Steber, Steber Manufacturing Co. and M. C. Carroll 
of Chase Shawmut Company. 


30. George Steiner of Steiner Electric Co., Chicago, was stopped 
for a split second. 


31. Frank Dolan, Paranite Wire; Gar W. Yates, Chicago Trans- 
former and Bill Heaps of WHOLESALER’s SALESMAN. 


32. From Michigan came G. E. White, Central Electric Supply, 
Battle Creek; C. P. Damm and Del Damm, Independent Electric, 
Muskegon; Karl Fitzpatrick, Fitzpatrick Elec., Muskegon. 


33. A. E. Newman and J. F. Farnam, both of the General Electric 
Co., and Harry Rasmussen, Peerless Electric, Indianapolis. 


34. Representing Hyland Electric Supply Co., Chicago, were Sam 
Rosenthal and Mike Taradash. 


35. J. B. Carson of Kingsport (Tenn.) Electric Co., and Charles 
Porter, Anaconda Wire & Cable Co. 


36. C. O. Brandel, General Electric Lamps, and J. G. Johannesen, 
General Electric Supply Corp., New York. 


37. Good Humour by Cecil Matthews, Matthews Electric Supply, 
Birmingham, and Ralph Darby, Appleton Electric. 


38. George Holly, Youngstown Sheet and Tube, and M. J. Whit- 
field of Appleton Electric Company. 


39. Laugh By Frank Greusel, Greusel Distrib. Corp., Milwaukee 
and William Stacey, Bryant Electric, Chicago. 


40. Spreading the word for Progress Mfg. Co. were Jack Smolens, 
Frank Rosen, M. A. Shemer and Sau! Block. 


41. Something attracts the interest of Wholesalers J. B. Dunn, 


Tower-Binford, Richmond, Va., and R. A. Stott, Tri-state Electri- 
cal Supply, Hagerstown, Md. 


42. On hand for Edwards & Co. were T. S. Nolan, Norwalk; J. T. 
Gorman, Pittsburgh; R. L. Hawkins, St. Louis. 
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NEW PRODUCTS you car Sell 


DUPLEX PHONE 








MOTOR CONTROL IN- 
STALLATION 


Unitrol is a sectionalized 
motor control installation 
which mounts all needed 
types of control devices in 
locker-like Motor Control 
Centers. Sections are 
made in thirty-two sizes, 
eight widths, four heights 
{one depth) for mounting 
any desired combination of 
units. Standard units can 
accommodate controllers, 
disconnect switches, circuit 
breakers and accessories as 
required. Control units can 
be mounted in both front 
and rear of the section, 





Two-station telephone can be used for ‘ 


which may be installed in a conversation between any two neighbor- 


straight line, L or U shape. 
Cutler-Hammer, Inc., N. 
12th St., Milwaukee, Wis. 


ing points—living quarters to kitchen, 
office to shop, house to garage, etc.— 
up to 2,000 feet. Easily installed. Re- 
quires only 2, 3, or 4 dry-cell batteries 
at each phone, depending on distance 
between them. Connecticut Tel. & Elec. 


RECORDING HEAD Corp., Meriden, Conn, 








CAPACITOR MOTOR 
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ELECTRIC IRON 








To eliminate certain wiring and mounting 
costs, a new integral horsepower high 
torque capacitor motor, from 4% to 3 h.p. 
inclusive, has necessary capacitors and 
centrifugal switch mounted within the 
motor brackets. Waste packed sleeve 


Electric automatic iron, model |19FI13, 
weighs three pounds, has large-size iron- 
ing surface. Ruby pilot light in handle 
operates on principle of highway signal. 





bearings and dual voltage leads are Recording head, series R04, hes true Other features are newly-designed "dial 
| standard, and the entire unit is of the knife-edge a and hy shape the fabric’ indicator, double thumb rests 
. “protected” type of design. Westing- construction, is designed for maximum : , h 
house Electric and Mfg. Co., East Pitts- performance and stability. Impedances ad a aoe yp wepingueghes er 
burgh, Pa. are 8 or 500 ohms at 400 cycles. Input — es —s ‘ei ” 


- , ’ : S tri , id +, Conn. 
power required is | watt. Entire unit General Electric Co., Bridgepor ” 
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TOURNIQUET FOR SALES LOSSES 


Don't let loss of sales weaken your 


business! Be safe—make money—with 


U. S. Security Tapes! They're made 
by U. S. Rubber Company and are 
famous among contractors, repairmen, 


“Handy Andys” everywhere for high 


tensile strength and permanent adhesion. 

















DOOR CHIMES 





Windsor model bar chime is 8 in. high 
by 4!/, in. wide, operates on doorbell 
transformer or batteries. Tone bars to- 
tally enclosed within resonance tubes for 
pleasing tone quality. Furnished in two- 
door type only, two notes for front and 
single note for rear or side entrance. 
Ivory and Brass finish. A. E. Ritten- 
house Co., Inc., Honeoye Falls, N. Y. 


winention ” WHOLESALER’S SALESMAN 





LAMP-SHIELDING LOUVER 





Louver accessory attaches conveniently 
to any Benjamin Stream-Liter fluorescent 
fixture, hides lamps when viewed from 
side or end of reflector in all normal 
angles of vision. Especially recom- 
mended for commercial installations. 
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CIRCUIT BREAKER 





Six-ounce circuit breaker, 
comparable in size to wo- 
man's compact, will stop 
electrical force equal to 
230 h.p. Features combina- 
tion of cooperative mag- 
netic and thermal trip in 
single unit. Designed for 
industrial, commercial, resi- 
dential use. Single pole 
only, 15-35 amp., 250 volts 
a.c., 125 volts d.c. West- 
inghouse Elec. & Mfg. Co., 
East Pittsburgh, Pa. 


Designed for maximum shielding of 
lamps, with minimized interference with 
light output. Benjamin Elec. Mfg. Co., 
Des Plaines, Ill. 
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CONNECTOR 








Connector for conduit and tubing fea- 
tures greater speed, neatness and dura- 
bility of connections. Fine sheet steel 
construction eliminates splitting of tube 
ends. Larger shoulder, completely clos- 
ing knockout hole in box, and improved 
bonding-type lock nut facilitate stronger, 
neater connections. Available in '/2 in. 
size with other sizes to follow. Briegel 
Method Tool Co., Galva, Ill. 
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MULTI-OUTLET SYSTEMS 


a ee 


Plugmold is available in two complete 
related systems, available for domestic 
and commercial installations. Size 1900 
has a capacity of 2 wires for single cir- 
cuits. Size 2100 has capacity of 6 wires 
for switch controlled circuits and where 
Lumiline or fluorescent lighting is com- 
bined with outlet installations. Wiremold 
Co., Hartford, Conn. 
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SOUND LEVEL METER 





Portable sound level meter covers broad 
range of sounds. Is adapted to noise 
studies such as in airplane engines, traf- 
fic noises, sound in theaters, auditoriams, 
machinery parts, etc. Microphone, am- 
plifier and indicating instrument are 
essential parts. General Electric Co., 
Schenectady, N. Y 
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HOSPITAL SWITCH 








Explosion-proof sealed switch, type ESHS 
single-gang, is designed for use in hospi- 
tal operating rooms. Switching device 
sealed with wire leads furnished for con- 
nections. Conduit size, four '/2 in. hubs. 
Single-pole switch, 10 amp. 125 volts— 
5 amp., 250 volts. Double-pole switch, 
10 amp., 250 volts. Any combination of 
single, double, 3-way, 4-way, and mo- 
mentary switches also available. Apple- 
ton Elec. Co., Chicago. 
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CHRISTMAS LIGHTS 








Molded rubber lighting set, No. 322, is 
designed for decorative outdoor use. 
Sockets, wires and connectors molded 
into single weatherproof unit. Lamps are 
inside colored for durability. Set has ex- 
tension tap for easy connection of addi- 
tional sets. Royal Electric Co., 95 Grand 
Ave., Pawtucket, R. |. 











AFTER DECEMBER 18 


Jwo RLM 


oa Mazda 
FLUORESCENT 
A | Tuin-Lamp 


LIGHTING UNITS 


Showing how the use of apertures in RLM 60" Fluorescent Diffuser 
Unit pnwides ceiling illumination that is uniform and free from 
shadows and bright striations. 


@ These latest RLM approved Fluorescent Units for 
the new 100-watt Type F Mazda Lamps when installed at the 
conventional ten foot spacing and mounting heights provide the 
higher levels of illumination demanded by present day industrial 
requirements. Moreover, adequate levels of lighting are now 
attainable in locations requiring higher mounting and wider spac- 
ing. Essential features of these two new units are: Shielding 
angle of 14 degrees; Porcelain Enamel reflecting surface for 
diffusion and durability with reflection factor of 79%; light out- 
put efficiency of 75%; in addition, the apertures of the diffuser 
unit direct 2% of the light into the upper zone; corrected for 

ower factor and flicker with ballast equipment approved by 
E T.L. and Underwriters’ Laboratories. 


Insist on RLM Labeled 60” Fluorescent Units. This RLM Label is your 
assurance of their compliance with rigid specifications and periodic 
inspections... has nation-wide recognition as a warranty of uniform- 
ity and quality. Only units bearing this label] are RLM approved. 


The Letters RLM Stand for Reflector and Lighting Equipment Manufacturers 


IN SOR PORATEO 


"RIEMESTAN DARD SPINSTITUTE 


225 N. MICHIGAN AVE. 


SUITE 615 « CHICAGO, ILL. 


THE CERTIFICATE OF UNIFORM QUALITY 
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EBY PHOTO-CELL UNITS 


REPRESENT 


Bigger Value & Bigger Profits 





PROTECT 


Operators, machinery, homes, stores, factories, 
stock rooms, gas stations, garages, storage, tanks, 
etc. 


OPERATE 


Burglar alarms, doors, switches, valves, pumps, 
brakes, lights, instruments, furnaces and other 
devices. 


COUNT AND ASSORT 


According to size, shape, or color. 


CHECK 


Production operations—DETECT Smoke and fires 
—TIME SPORTING events—COUNT People— 
ANNOUNCES Customers. 


There are literally thousands of applications in 

the home, office, store and factory where EBY 

Units can be used to prevent accidents and save 
lives, time and money. 


INSTALLATION 


Simply plug into A.C. lighting circuit and the 
unit starts to work. Each EBY Unit is individually 
and attractively packaged. 


STURDY CONSTRUCTION « LOW MAINTENANCE 
NEGLIGIBLE OPERATING COST 


LET EBY EYE UNITS MAKE MONEY FOR YOU 


TRIAL ORDERS 


Place a trial order with us now, arrange demon- 

strations and acquaint your dealers and the 

public with the utility and universal adaptability 
of this attractive line. 











ret 
bd 


3-AG fuse is made in ratings from 0 to 
8 amp. for 250 volt a.c. or d.c. service, 
or less. For use with electric appliances, 
heavy duty power supplies, amplifiers, 
motors, etc. Littlefuse, Inc., 4757 Ravens- 
wood Ave., Chicago. 
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THERMAL OILER 








Unbreakable thermal bottle oiler is de- 
signed to lubricate automatically solid, 
wick, or waste-packed bearings. Fea- 
tures adjustable feed. Oil supply al- 
ways visible. Unbreakable reservoir, 
solid brass cadmium-plated metal parts. 
Made in one, two and four ounce ca- 
pacities. Trico Fuse Mfg. Co., Mil- 
waukee, Wis. 
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MULTI-BREAKER 








Type M multi-breaker for use on 3-phase, 
4-wire solid neutral 120-208 volts a.c. 
systems, has common trip breakers, 15- 
100 amp. capacity. Indicating handle 
shows clearly whether the breaker is on, 


rj U G a a t i Y i n C off, or tripped. Sheet steel enclosures 
7 ? e 


furnished for either flush or surface 


ting. $ DC , Detroit. 
SUPPLIERS OF QUALITY ELECTRICAL DEVICES FOR OVER 20 YEARS a a See ere 


4700 STENTON AVE., PHILADELPHIA, PENNA. 


12 
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MOTOR STARTERS 








Magnetic motor starters, designed for 
across-the-line starting of single and 
polyphase squirrel cage induction motors 
and as primary control for wound rotor 
induction motors, allow automatic con- 
trol, local or remote control or control 
from two or more locations. Low-voltage 
release and no-voltage protection as 
well as no-voltage protection against 
damaging over-loads to motors. Colt's 
Patent Fire Arms Mfg. Co., Electrical 
Division, Hartford, Conn. 
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CLAMP-ON LAMP 


? » Shade Adjustable 
Mounting d 


Thumb Screw —> 








Swinglite, No, 555 can be clamped or 
fastened to desks, work benches, draft- 
ing boards, etc. Swing adjusting radius 
of over 180 degrees. Overall extension 
20!/2 in.; height 17 in.; Il-in. adjustable 
shade to permit focusing of light range. 
Eagle Electric Mfg. Co., Inc., Brooklyn, 
a A 
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FLUORESCENT LUMINAIRES 


r- — 


Direct lighting fluorescent luminaire, 
2-CL-40, for commercial interiors is de- 
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signed for single or continuous strip 
illumination. Unit is surface-mounted, 
utilizes two 40 watt, 48 in. white or day- 
light fluorescent lamps. Also available 
as single lamp unit, CL-40. For con- 
tinuous strip requirements, standard 
single or double lamp extensions obtain- 
able. Westinghouse Elec. & Mfg. Co., 
Cleveland. 
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HOSPITAL RECEPTACLE AND PLUG 





Explosion-proof sealed hospital recep- 
tacle, type ESHR, with type CPL plug is 
designed for use in operating rooms. 
Conduit size, five '/2 in. hubs. 2-wire, 
3-pole, 10 amp., 125 volts-115 volts. In- 
terlocking switch permits plug to be in- 
serted or withdrawn only when switch 
is off’ and switch handle to be moved 
to "on" position only when plug is in 
contact with receptacle. Appleton Elec. 
Co., Chicago. 
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WIRING DEVICE 


FLUORESCENT UNITS 














Wired and unwired fluorescent units are 
available in unit lengths for any speci- 
fied size and number of fluorescent 
lamps. Available with or without Alzak 
reflectors of concentrating or diffusing 
types. Controls designed to fit within the 
channel make installation self-contained. 
Fittings obtainable include hangers for 
ceiling, wall or special applications. The 
Wiremold Co., Hartford, Conn. 
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OUTDOOR SWITCH 









aa” 
} BACK VIEW - 


| SHOWING HUB 


4 





Rain-tight outdoor switch is made with 
range and 4 lighting circuits, and water- 
heater terminals; also with 2 and 4 light- 
ing circuits only. 60 amp., 125-250 volts 
a.c., 3 poles, solid neutral. Rust-resist- 
ant steel cabinet with top hinged door. 
All live parts covered by dead front. 
The Wadsworth Elec. Mfg. Co., Inc., 
Covington, Ky. 
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CHRISTMAS LIGHTS 























Clock hanger outlet GE3317 provides 
both mechanical support and electrical 
connection for clocks, is easily installed. 
Includes brass plate with hook which is 
integral part of plate. Deeply recessed 
outlet conceals cord and plug, allows 
clock to hang flush with wall. General 
Electric Co., Bridgeport, Conn. 


eecntion » WHOLESALER’S SALESMAN 


Electrically illuminated candle set, Halo- 
Lites, for use in residential and com- 
mercial Christmas decoration, has crys- 
tal-clear plastic discs surrounding each 
electric lamp. Discs designed to reflect 
light with Neon-like halo glow visible 
from either side. Available in sets of 
1, 2, 3 and 7 candles. Finished in two- 
tone ivory and silver. Royal Elec. Co., 
Inc., 95 Grand Ave., Pawtucket, R. |. 
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ECONOMY—CONVENIENCE—SAFETY .. . 


_. . Sell all three with 


LATROBE 





\ 





No. 252-R-TWO GANG BOX 


Two gang adjustable Floor Box— 
has No. 208 Receptacle in one 
section. One cover plate contains 
2” Flush Brass Plug, the other a 
2” Flush Brass Plug. 





No. 285 DOUBLE DUPLEX 
RECEPTACLE 
NOZZLE 


Attractive, com- 
pact, easy to in- 
stall. Shown here 
with No. 200 
cover plate. 





No. 110 NON- 
ADJUSTABLE 
WATERTIGHT 
FLOOR BOX 


Cut-a-way view 
shows how ta- 
pered unit recep- 
tacle fits tapered 


SPECIALTIES 


@ Buyers look for these three character- 
istics in all their floor box and wiring spe- 
cialty purchases. Be prepared to meet 
them all with LATROBE products. 


Economically speaking, Latrobe boxes 
are inexpensive both from a present and 
future viewpoint. Their low first cost is 
only over-shadowed by the substantial 
savings they assure on future jobs. 


Convenience, too, is a paramount point 
in Latrobe's favor. With one of these con- 
venient boxes, you can show that there’s 
no need for the time and money-consum- 
ing expense of waiting for workmen to 
open the floor. 


As for safety, a Latrobe Floor Box Sys- 
tem consists of a few direct lines of cable 
—there is little or no danger from collect- 
ing static. Too, high and low voltage 
outlets may be made from the same floor 
box—each outlet is plainly marked so that 
the required power can easily be con- 
nected. 

* 


Tie your sales appeal onto these three 
important features—you'll find that they 
will help you sell Latrobe into every wir- 
ing job. One of our complete product and 
price lists should be in your hands. Write 
for it today! 





opening in top of 


— 
—_—— 





box body. The 
latest in design, 
appearance, and 
simplicity of installation. 





No. 480 “BULLDOG” ARMORED CABLE 


SUPPORT 
A light weight, strong, clamp for sup- 
porting or hanging cable. Permits 


hanging from any angle. The easiest 
and most economical method of tem- 
porarily or permcnently installing 
armored cable in buildings of steel 
construction. 







































FULLMAN MANUFACTURING CO. 


LATROBE * * 


* « PENNA. 








Changes At 
G. E. Supply 


During the past several weeks, Gen- 
eral Electric Supply Corp. has made 
the following personnel changes both 
at headquarters and in various branch 
houses : 

R. J. Brown has advanced to vice 
president and is associated with Hot- 
point specialty appliances sales. C. R. 
Pritchard advances to a similar posi- 
tion and specializes on G.E. appli- 
ances. C. J. Schlaick becomes branch 
manager at Springfield, Mass. Wil- 
liam R. Gorski takes over the same 
responsibilities at Hammond, Ind. 
W. D. Lemons is now branch man- 
ager at Fort Worth and R. S. Rose- 
mond has moved from Los Angeles 
to Phoenix, Ariz. as manager there. 
He replaces Martin Noack who has 
been transferred to Chicago. 


Maori 
CONDITIONER 





EXPLANATION of Westinghouse 
Mobilaire by C. R. Lee, right, man- 
ager of Wesco’s Miami house. His 
companion, L. R. Chandler, sales 
manager at Gas Oil Products’ Coral 
Gables store, feels the cool air, is 
plenty interested. 





Fifty Years Or More 


When a man has salted away fifty 
years in the service of one organiza- 
tion, that’s news. 

In 1883, 57 years and 10 months 
before his retirement on November 1, 
Charles J. Leephart ran errands in 
the office of the Brush Electric Com- 
pany. A series of mergers made his 
organization part of the present Gen- 
eral Electric Company, and at 70 Mr. 
Leephart will retire from his post in 
the Central Station department of that 
company with an all-time record for 
continuous service in the company. 

To Dr. Frank Conrad, assistant 
chief engineer of Westinghouse Elec- 
tric and Manufacturing Company, 
come honors in recognition of a half 
century of service. Called “the father 
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radio broadcasting,’ Dr. Conrad 

s been active in many fields, is best 
known for pioneer work in broadcast- 
ing and short wave transmission. 


You Can't Tell A 
Campaign By Its Name 


Alice in Wonderland sells ranges, 
ynald Duck pushes water heaters, a 
mbination package promotes both a 
acuum cleaner and coffee brewer set, 
fall appliance promotions now get- 
g under way. 
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NEW YORK—In the Modern 
Kitchen Bureau’s range and water 
iter activities, story-book charac 
rs turn their talents to commercial 
Donald Duck advises, “Take it 
sy with the comforts of electric 
iter heating,” at a time when the 
ison and new home constructio 
ikes his advice likely to be take 
K. B. has distributed several t 
nd sales kits for the campaign 
Alice-In-Wonderland turns her tal 
ts to selling electric ranges. A 


TO SURVEY 
REQUIREMENTS 
LIGHT AND POWER 


vi 


AND GENERATOR 
WRITE FOR DETAILS 


BRUSHES THE OHIO 


1ety-minute show for housewives 
nd kits of promotion material put 
it by the Bureau feature the Alice in 
ectric Wonderland theme. 


VETROIT—The Eureka Vacuum 
aner Company’s thirtieth birthday 
being celebrated by a merchandise 


ymotion which sells a vacuum 


af 


CARBON SALES PLAN 


ENABLES YOU 


iner in combination with a coffe: 
wer set at an attractive price r 
tion for the two items. 


ETC. 


THE OHIO CARBON CO. :2:°: 22xxa x», CLEVELAND, OHIO 


STAMFORD, CONN. 


‘ords in stock movement have bes 
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ken following the introduction of e 
1941 line of Schick Shavers. Aug n 
and early September outstripped 
‘ vious high sales of shaver in - 
ilar periods. - 
\SHVILLE—One hundred _ and 
venty-five appliance distributors, = 
ilers and salesmen were guests the < 
ternoon of September 9 of the Nash- 
lle Electric Service at a barbecue = 
5 ie event marked the halfway point [+=] 
a six-weeks’ appliance Campaign 
\ ich to date had sold 342 elect: < 
izes, 141 electric water heaters, 37( 
ctric refrigerators and_ various 
her appliances 
RIDGEPORT—Field specialist 
E. appliance and merchandise de- 
tment have completed an extensive 
ries of meetings with distributors 
salesmen throughout the c 
behalf of the line of 22 G.E. elec 
> clocks announced for the fall and 
1{ nter seasons. Trade and consumer 
igazine advertising is to be supple | 
‘nted by displays and promotional | 
10 _ 
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Check these 3 powils 
when you buy fluorescent fixtures 


PROPER LIGHT CONTROL—that’s what you’re buying—not 
just a fixture. Be sure the reflector puts the light where you 
want it—uses the lamp’s full efficiency, without waste of light. 


EASY INSTALLATION AND MAINTENANCE. The fixture 
should be complete with ballast equipment, replaceable 
starters, and adjustable mounting brackets. Simple, come- 
apart construction will save you time and money—now, and 
years from now. 


PORCELAIN ENAMEL FINISH. The best reflecting surface 
known, gives you diffused light without reflected glare. It’s 
permanent, will never tarnish. It’s easy to clean; you merely 
wipe with a damp cloth to maintain full reflecting efficiency. 


GOODRICH 
FLUORESCENT FIXTURES 


THE MAYFAIR—a 3-lamp fluorescent fixture for industrial 
use. Deep-skirted reflector with closed ends, 
assures proper light control. Reflector is 
finished in permanent porcelain enamel. 
Open hinge hood construc- 
tion facilitates wiring and 
maintenance. Catalog sheets 
on the complete line of Good- 
—_——S=== Z rich Fluorescent Fixtures will 
— be sent upon request. 


SOLD ONLY THROUGH ELECTRICAL WHOLESALERS 


GZOODRIC 


ELECTRIC COMPANY 


my Fl Gee oe Se ALt a ee ae es ae s bes 
GENERAL OFFICES AND FACTORY: 4610 BELLE PLAINE AVENUE, CHICAGO, ILL. 







Eureka Buys Progress 


DETROIT — Announcement comes 
that all the assets of the Progress 
Vacuum Corp., of Cleveland, have 
been acquired by Eureka Vacuum 
Cleaner Co., Detroit. The manufac- 
turing equipment will be moved to the 
Eureka plant in Detroit. 

Frank Allen, Jr., who had_ been 
directing sales of the Progress cleaner 
has joined the Eureka organization. 


Guy Advanced 
By Westinghouse 


Charles H. Guy has been advanced 
to assistant sales manager of the 
Westinghouse Merchandising Divi- 
sion from manager of the Northwest- 
ern District. The division, under 
Frank R. Kohnstamm, has two other 
assistant sales managers—Reese Mills 
and J. F. O’Donnell. 

Mr. Guy graduated from Washing- 
ton & Jefferson College, where, inci- 
dentally, he was named All-American 
football center while in his senior 
year. On Sundays for the next ten 
years he played professional football. 
During the week he sold Eureka 
vacuum cleaners, advanced to New 
England manager. Guy joined West- 
inghouse in 1935, moved ahead to 
Northwestern Merchandising Man- 
ager in 1939, 


° 1 ° 
Appliance Saturation 
MON TREAL—A survey made by the 
Hydro-Electric Power Commission of 
Ontario reveals that the local elec- 
trical men don’t have to be much con- 
cerned about appliance saturation. 
There is still plenty of selling to be 
done. 

Survey takes in results to the end 
of 1939, shows that irons have high- 
est saturation, with 91.9% among 
urban consumers; 66.8% in hamlets; 
75.3% on farms. Radios come next 
with 77.9% saturation among urban 
consumers; 70.1% in hamlets; 71.8% 
on farms. 

Saturation of other appliances in 
the three markets is toasters, 53.5%; 
vacuum cleaners, 21%; ranges, 20%; 
refrigerators, 15.5%. 

Commenting on survey, the com- 
mission states that appliance use in 
hamlets has barely kept pace with 
growth in numbers of consumers, in- 
dicating opportunity for more sales 
work. Since 1924 urban usage has in- 
creased gradually, indicating very little 
effect of boom or depression. 
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RUBBER COVERED POWER CABLES e BUILDING WIRE 


BARE WIRE 


JIUEANVSD GAHSINUVA 


MAGNET WIRE e@ 
* 


SALESMAN - SOLDIER is Major 
Robert R. Glenn, of Barrett Elec- 
trical Supply Co., St. Louis. While 
primarily an electrical salesman, Bob 
Glenn has been active in military ac- 
tivities for many years. He belongs 
to the Officer’s Reserve Corps and it 
was as a Major that he served in 
maneuvers at Minnesota during Sep- 
tember. 


MOISTURE RESISTANT 
RUBBER INSULATED 
BUILDING WIRE 


It is made especially for use in damp 
locations in place of lead encased 
cable and is approved by Nat'l Elec. 
Code and Und. Lab. for such use. 


Sauood ATIXaATA 





Branch Houses 
For Graybar 


With establishment of two new 
warehouses, one in Portland, Me . the 
other in Chattanooga, Tenn., the num- 
ber of Graybar distribution points 
reaches total of 85 throughout coun- 
try. T. A. Huston, sales manager 
takes over Portland branch, which is 


located at 244 Forest Ave. W 


Dowd is service supervisor ther 


Due to its smaller overall diameter 
and easier working characteristics, 
more wires of the same size or the 
same number of wires of larger 
capacity may be used in new wiring 


or rewiring existing conduits. 
Chattanooga branch at 1222 C; 

St., is in charge of C. C. 

sales manager. He is assisted 

Majors, service supervis 


For more than seven years, IMPERVEX 
underground cables have been giving 
completely trouble-free service wher- 
ever installed, including the principal 
utility systems. 


R. £. A. ALLOTMENTS 
APPROVED 


(Oct. 3—Oct. 23) 


Mem- 
Town Miles bers Amount 


ALABAMA 
Prattville 50.....246 $35,000 
ARKANSAS 
Calico Rock 675 146,000 
FLORIDA 
Wachula . 130.....335 96,000 
GEORGIA 
Cuthbert 240 89! 204,000 
Donalsonville 89 365 77,000 
Gray ... 55 163 43,000 
ILLINOIS 
Carthage 120 278..... .98,000 
Geneseo ce * 30,000 
Lewistown 212 515 213,000 
Paxton 294.....708.... .255,000 
Shelbyville 179 440 154,000 


Send for Bulletin on 
CRESCENT IMPERVEX 


CRESCEN7 
INSULATED WIRE @™) \ 


TRENTON,\ . 


SAIGVS AVMANUVd GNV GASVONGA GVA 


Jobber Co-Operation — A Permanent Policy 


Atlanta Baltimore Boston Buffalo Chicago Cincinnati Cleveland 
Detroit Indianapolis Kansas City Los Angeles Minneapolis 
New Orleans New York Philadelphia Pittsburgh St. Louis San Francisco 


CRESFLEX NON-METALLIC SHEATHED CABLE e SERVICE ENTRANCE CABLE 


ATEHVS GAYONUV 


CRESCENT ENDURITE SUPER - AGING INSULATION 


(Continued on page 48) 
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“ACCURATE Friction Tapes are 
strong, well impregnated, highly 
adhesive and non-raveling. 
ACCURATE Friction Tapes are 
made exclusively by a calender 
process and contain no solvents. 
ACCURATE Friction Tapes are 
made by specialists. Sell them 
with confidence.” 


THE ACCURATE LINE 


ALBATROSS Friction Tape 


ACCURATE Blue Tape 

ACCURATE Specification Friction 
Tapes 

ACCURATE 1 Super-Service Friction 
Tape 

ACCURATE Rubber Tape 

ACCURATE Specification Rubber 
Tapes 

ACCURATE Super-Service Rubber 
Tape 


ACCURATE 


WAREHOUSE STOCKS: 


New York 
Atlanta 

Los Angeles 
Pittsburgh 


EXCLUSIVELY TAPE MANUFACTURERS 
FOR OVER A QUARTER OF A CENTURY 


Speed Splice 


Boston 

Detroit 

San Francisco 
Cleveland 


Philadelphia 
Chicago 
Buffalo 
Baltimore 


F , 


ACCURATE MFG. CO. 
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R.E.A. Allotments (Continued) 
INDIANA 

Linden .. 213.....594..... 185,000 

Monticello 122.....339.... . 108,000 

Portland 106.....375.. 98,000 

Rensselaer eS ae RE 

Rochester = es Ctr 

Rockville . 92.....291..... 84,000 

Vincennes . 182.....551..... 168,000 

Washington 103.....290 . 82,000 
IOWA 

Allison 132... ..336.....110,000 

Bloomfield C—O 201,000 

Cresco . ee er 44,000 

Guthrie Center....98.....270...... 79,000 

Osceola ; 115 300... .. 109,000 

Rock Rapids.. 121 Eee. 97,000 

Thompson .. 129 312 . .85,000 
KANSAS 

Horton 145... ..330 148,000 
KENTUCKY 

Monticello 255. ...1,112 235,000 

Prestonburg ......150.....600 150,000 
MICHIGAN 

Sault Sainte Marie. 118.... .476.. 153,000 
MINNESOTA 

Aitkin . ; 97.....300 87,000 

Federal Dam 62. ....243..... 60,000 

Frost ed 146,000 

Jackson 168 361 127,000 

Park Rapids. 274 776 230,000 

Pipestone 253 532 180,000 

Tyler on 185.... .388 132,000 

Wheaton . 234 458 192,000 
MISSOURI 

Lebanon 300 745 247,000 

Milan 270 662... . .263,000 

Poplar Bluff 456. ...1,485.... 438,000 

Tipton 80 280... 66,000 
OHIO 

Attica 42 118 66,000 

Coshocton 140 366 80,000 

Hamilton 19 65 19,000 

Marietta 225 600 210,000 
OREGON 

Coquille 7 247 107,000 

Vale 89 15 72,000 
PENNSYLVANIA 

Gettysburg 307 808 308,000 

Martinsburg 190 565 209,000 
SOUTH CAROLINA 

Gaffney . 270 907 233,000 

Marion 96 490 87,000 
TENNESSEE 

LaFayette 95. ...7,950 195,000 
TEXAS 

Comanche 262 761 192,000 

Cuero 130 298 92,000 

El Campo 130 350 ,600 

Hamilton 449 940 270,000 

La Ward 218 55) 151,000 

Paris 162 544 127,009 
WASHINGTON 

Winthrop 70 300 85,000 
WISCONSIN 

Menomonie 80 208 75,000 

Phillips 360 964 336,000 
WYOMING 

Pine Bluffs 164 286 164,000 

Total 10,259 36,362 $8,893,000 





SERVICE IS one of the many things 
wholesalers have to sell, says G. V. 
Blanchard, head of Georgia Electric 
Supply Co., Augusta, Ga. To illus- 
trate his point he uses one of his 
trucks for a background. 












































The MOST COMPLETE 


LINE OF 


ALL good types 
—any size. 


With a hinged 
clamp for the main, 
the  Penn-Union 
Type HFM (at 
right, and below) 
is easy to apply. 






Split sleeve contact % 
unit gives permanent grip 
on branch. 

Made for single or 
tiple branch 


mul- #am 
connections. 


ALSO CABLE TAPS—a 
line of 
for 


90° and 
one of 


complete 
Parallel taps, 
more branches, 



























COMPACI and POSI- 
TIVE. The Penn-Union Type 
SM gives equal tightening on 
the run and tap.  Self-lock- | 


ing, dependable. 


CLAMP TYPE TEES 
for all sizes of tubing 
and cable—a full line. 3 
Machined contact sur- ¥ 
faces. 





MORE TYPES— 
for all combinations. For 
connecting flat bar, run 
or tap, to tubing or cable. 


MANY 


Also ‘‘general utility’’ tees 
that take a wide range 
of conductor sizes. You 


Penn- 
exactly 


will find that the 
Union line has 
what you need. 


FOR ANY CONDUCTOR & 
FITTING—tTerminals, Serv- 
ice Connectors, Studs, Two- 3 
Ways, Ground Clamps—see § 
the THOUSANDS in the § 
Penn-Union Catalog. 

Preferred by the largest users, # 
who have found that Penn-Union § 
on a fitting is the best guarantee 
of Dependability. 


Sold by Leading Jobbers 
Write for Catalog 


PENN-UNION 
ELECTRIC CORPORATION 


ERIE, PA. 


PENN: 
UNION 


Conductor Fittings 
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Now sales manager of Met-L-Top | 
Tables, Inc., Milwaukee, Lloyd | 


Mueller formerly directed sales for 
Cream City Outdoor Advertising Co., 
same city. 


Bill Miller is celebrating his tenth 
anniversary as agent in New York 
state for George Hatheway lines, Clif- 
ton, Rattan, and Rittenhouse. Mr 
Miller’s warehouse is in Syracuse. 


As new manager of the western 
publicity section of Westinghouse 
Elec. & Mfg. Co., C. P. Johnson head- 
quarters in San Francisco and coordi- 
nates the company’s publicity and 
public relations in eleven’ western 
states. 


News from Northern Elec. Co., 
Vancouver, B. C., includes: John 
Leckie, now an officer in the Royal 
Canadian Navy, recently left by air for 
Eastern Canada. Lorne Campbell is 
taking a six months’ course at the Oak- 
land, Cal., Boeing School of Aero- 
nautics. Arthur L. Brown, asst. gen- 
eral sales manager of the Montreal of- 
fice, is spending a couple of months 
at this office. 


W. M. Jewell has been promoted to 
district manager of the Westinghouse 
Elec. Supply Co. in San Francisco. 


His former duties of supply sales 


manager, Richmond office, will be as 


sumed by J. C. Williams. 


David Fitzgerald, six years auditor 


of the General Electric plastics de- 
partment, Pittsfield, Mass., recently 
became assistant manager of that de- 
partment. His auditing duties are as- 
sumed by E. H. Gabel. 


L. W. Rockwell, San Francisco 
manager for Appleton Electric Co., 
has been placed in charge of the en- 
tire western territory. Ed. F. Conrad 
formerly with Square D Company, be- 
comes manager of Appleton’s Los An- 
geles branch. 


Transfer of W. T. Roundy to At- 
lanta District office is announced by 
Cutler-Hammer, Inc. Headquartering 
at Orlando, Mr. Roundy will cover the 
state of Florida. His previous record 
with Cutler-Hammer includes testing 
and inspection work in Milwaukee 
plant and sales engineering experience 
in Cincinnati and Indianapolis offices. 


Dan Hutchinson joined the sales 
staff of Graybar’s Salt Lake City 
house. He was formerly associated 
with Utah Power & Light Co. 





NN eee 





NI 


Ih 
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by Chicago Transformer... especiauey 
DESIGNED FOR RELIABILITY... LOW LOSSES... ABSOLUTE 
MINIMUM OF HUM... AND HIGH POWER FACTOR 


Here are ballasts built to maintain a new high in operating per- 
formance—A line so constructed that losses and hum are reduced 
to a minimum—New units to help you give the utmost in customer 
satisfaction ¢ Available in 15, 20, 30 and 40 Watt sizes, single 
and 2-lamp installations, for all voltage ranges, 50 or 60 cycles, 
and in High Power Factor types, complying with lamp manufac- 
turers specifications, and listed by Underwriter’s Laboratories ¢ 
Mail the coupon, today, for full details on these business-building 
fluorescent lamp baliasts. 


\ 


CHICAGO TRANSFORMER CORPORATION 


CHICAGO, ILLINOIS 





Chicago Transformer Corporation 
3507 W. Addison St., Chicago, Ill. 

Please send your Fluorescent Lamp Ballast bulletin and 
discount sheet. | understand that this does not obligate me 


in any way. 
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FAN 


$16.50 List 


-— SIGNAL 16-inch 
VENTILATOR 





Made in 3 Sizes 





SIZE 


NO. 


C.F.M. 


LIST 





10” 


12” 
16” 





i 


V-510 
V-512 
V-516 


659 


900 
1400 


$9.80 


12.50 
16.50 








These SIGNAL Ventilator Fans have enclosed motors, chrome 
plated fan blades and are easy to install. Display stand given 
free with initial order of three fans. 
sure your stock is complete. 


SIGNAL ELECTRIC MFG. CO. 


MENOMINEE, MICHIGAN 


MORE FACTS 


ON PRODUCTS 





Busduct—Distribution systems for 
light and power, including feeder and 
plugin busduct and plugin devices and 
accessories are described and illus 
trated in bulletin No. 61 of the Frank 
Adam Elec. Co., St. Louis, Mo. 


Catalog—Steel City Electric Co., 
Pittsburgh, Pa., recently issued 78 
page catalog which gives all necessary 
information on their complete line of 
electrical supplies. Handy 
separators have index on front of 
each one and are backed by catalog 
number index for ready reference. 


sectior 


Chimes and Transformers 








Write for details, and be 


Offices in 


all principal cities 






















50 





A New Phone 





Available in 8, 4, 1 and 0 button 
sizes. Quality that speaks for itself 


S. H. COUCH COMPANY, INC. 
NORTH QUINCY, MASS. 




















—————— 
tre~ tr — 


NEW PROFITS FOR YOU! 
With NALCO DRITHERM 
CARBON LAMPS for 


INFRA-RED RAY DRYING 


Get ready to meet industry’s demands 
for radiant energy heating and drying 
by featuring Nalco Dritherm Carbon 
Lamps. Ideal for drying synthetics, 
ink, film, textiles, blue prints, paper 
and paper products, latex, etc. Get 
your full share of this new prof- 
itable business. Write today. 


NORTH AMERICAN 
ELECTRIC LAMP CO. 


‘ 1034 Tyler Street St. Louis, Mo. 











Descrip 
tion, specification, and illustration com 
pose 16-page catalog No. 38 by A. | 
Rittenhouse Co., Inc., Honeoye Fall 
N. Y., covering their lines of bell, sig 
nalling, toy, and special transformers, 
as well as electric door chimes. 


Roller-Smith Co., 


released 8 page book- 


Circuit Breaker 
Bethelehem, Pa., 
let No. 3630 comprised of descriptions, 
illustrations, statistical data, and dia- 
grams of oil circuit breakers, class 
50-OC-75. 





Fuses—Pamphlet by Warren Lamp 
Co., Warren, Pa., gives catalog infor- 
mation, including price, on their line 
of “shock proof” renewable cartridge 
fuses. 





Instruments—Westinghouse Elec. & 
Mfg. Co., E. Pittsburgh, Pa., 
issued 12-page illustrated catalog cov- ST 
ering the “35” line of miniature panel 
instruments. Suggested applications 
construction details, operating pri 


ciples, and complete 


recently 


listing are col H 
tained in it. Cc 





SALES POINTERS on Square D's pr 
Multi-Breaker are explained by E. W. = 
McKinney to Lester C. Culver. Mc- fir 
Kinney represents Square D; Culver 

sells at the counter for Electrical Ide 
Supply Co., New Orleans. 147 
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That's what TRICO Jobbers 


where tell us. 


TRICO + Powder-Packed renewal 
ments are not interchangeable with 
‘ordinary "' bare link types. There- 
fore, YOU get all the repeat business 
build for the future — eliminate all 
competition. 

TRICO QUALITY assures you of satisfied 
customers — and the controlled ‘* THRU 
THE WHOLESALER " policy builds a 
non-competitive, profitable business for 
you year after year. 


Get complete details from your TRICO 
Representative or write 


every- 


ele- 











bi iio mith) lice ceomm tiivg-it) 4-1- my dte 
In Caneda: IRVING SMITH LIMITED, Montreal 








A NEW, NOVEL 
XMAS ITEM 


IDEAL) 
STORAGE BATTERY 
For Flashlights 


Here's a 
Christmas 
you can 
right out 
sell to nearly 
every Retailer 
and Manufactur- 
er in your ter- 
ritory — it’s a 
real novel gift 
that anybody 
would appreci- 
ate! 

Imagine a 
FLASHLIGHT 








clever 
item 
take 
and 


b Hance ruLtt 
*keore pst 


amit 











BATTERY That 
Is RECHARGE. 
ABLE! Think 
what this means to everyone who has a dark 
closet or storage room. What it means to watch- 
men, inspectors and the hundreds of workmen 
who must use a flashlight every day! Always a 
fresh battery—ready for use; always a brilliant 
bright light. 

Works just 





like the storage battery in 
ear—Fits any standard two-cell 114” 
flashlight case. Comes complete with 
which can be plugged into any convenient 
120 Volt, 60 cycle, A. C. socket. 

Be sure to offer the IDEAL Flashlight STOR- 
AGE Battery to your customers as a Christmas 
present item. Here's a chance to clean up big 
on something everybody instinctively wants. 


SOLD THROUGH JOBBERS 


your 
size D 
charger 
110- 





Battery Division 
ideal Commutator Dresser Company 


447 Park Avenue Sycamore, Illinois 











Inter-communicating Systems — Con- 
necticut Telephone and Electric Corp. 
have just released a new catalog, 
which contains wiring diagrams and 
installation data as well as descriptions 
and illustrations of nine major systems 
and optional variations. Supplied 
either bound or loose-leaf. 


Lamps—Twelve-page catalog  illus- 
trates, describes, and specifies full line 
of lamps manufactured by Penn Lamp 
Division, Warren, Pa. 


Lamps—Complete line of lamps _ pro- 
duced by Warren Lamp Co., Warren, 
Pa., is illustrated and described in 12- 
page catalog. Specifications and list 
prices are included. 


Lamp Control Equipment—N 0. 402-FL 
booklet issued by Jefferson Electric 
Co., Bellwood, Ill., contains technical 
data on fluorescent lamp_ control 
equipment, such as ballasts, capacitors, 
and switches. 


Molding Press—Leaflet by Cropp En 
gineering Div., Warren Lamp Ci 
Warren, Pa., outlines 16 features of 
their automatic molding press. 


Near Infra-red—FEighteen page cata- 
log No. 16 issued by Fostoria Pressed 
Steel Corp., Fostoria, Ohio, has basic 
facts about near infra-red together 
with pertinent data and illustrations. 


Shop Equipment—Catalog 184 by All 
Steel-Equip. Co., Aurora, Ill, de 
shop equipment from steel 
boxes to tool kits and has illustrations 
not only of -the articles but of their 
uses. 


scribes 


Soldering Iron—Leaflet distributed by 
Ideal Commutator Dresser Co., Syca- 
more, Ill., contains comprehensive in 
formation about soldering irons for 
all purposes. 


Transformer Hanging—Catalog sheets 
issued by Hubbard & Co., Pittsburgh, 
contains diagrams in conjunction with 
descriptions and illustrations of 
bolt type transformer 


eye 
hangers 





‘SAVE YOURSELF TROUBLE 


In replacing broken sockets in Fluorescent Fix- 
tures use the ALDEN RoToLoK Socket. Users 
can’t go wrong in using them. Impossible to get 
prongs behind contacts or set up wedging strains 
that generally break other makes of sockets 

hen ordering new fixtures specify 


[ALDEN | 


FLUORESCENT SOCKETS 
Patents Pending 
Molded end of socket guides 
lamp prongs into the one simple 
opening—then the natural ob 
vious twist locks the lamp in 
place. A reverse twist and the 
ejector latch gently raises 
lamp out of socket and 
locks rotor ready for next 
insertion—a feature espe 
cially desirable in showcase 
and out-of-sight fixtures. 
Send for complete story 


ALDEN PRODUCTS CO. 















_ 720 Center Street, BROCKTON, MASS. | 











Contractors 
FIND THAT 
PORCELAIN 
SWITCH BOXES 


MEET 


uery 
REQUIREMENT 
MOST 
MODERNLY 


Insures greater safety in wiring and 
the elimination of grounding hazards. 
Made of the best quality of white 
porcelain. Metal inserts are placed in 
two holes of the switch boxes for 
receiving screws of standard switches, 
plug outlets, etc. Knockouts for single 
wires, also for cables. Specify and 
use them. 


Iron-clad Wholesalers’ Policy 


The original policy of this organization 
was 100% wholesaling and the dis- 
tribution of Illinois Porcelain Products 
has never varied from this strict policy 
of selling only through legitimate 
channels. 


ILLINOIS 


ELECTRIC PORCELAIN CO. 
Macomb Iinois 


ILLINOTS 


.. . FOR TOP QUALITY 
AND Exact DIMENSIONS 
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‘BOOK, MAUD 





A moving book gathers no dust... 


@ No sir! No dust gathers on Electrical Buyers Reference. It’s the busy man’s 
book —the book that’s packed full of buying information. The book that’s got 
‘3 WHAT you want to know, WHERE you want it, and WHEN you want it 
. classified, indexed, and cross-indexed. 
Electrical Buyers Reference is the electrical man’s buying bible. Sections 
like these make specifying and buying easier, quicker: 





@ Manufacturers’ Catalog Section 
@ Classified Directory of Manufacturers 





a @ Index of Company and Trade Names 
“ ® Index of Product Classifications 


. Complete listings make obscure products easy to find. Condensed catalogs 
of over 300 companies (in the Manufacturers’ Catalog Section), plus Classi- 
fied listings of over 3,500 companies, are included—and that takes a wal- 
loping load off the catalog pile. It makes Electrical Buyers Reference your 
one central source of buying information. 

EBR is the most valuable book in your office—and the more you use it, 
the more valuable it becomes. 

USE it once today, and you'll use it twice tomorrow. Because EBR saves 
time . . . and money. Because EBR gives you the information you need, quick 
as the flip of a page. 





WATCH FOR ANNOUNCEMENT! 


The new Electrical Buyers Reference — 1941 edition — will soon 
be ready for distribution. Completely revised, with new listings, 
expanded manufacturers’ catalog section, and bigger than ever, 
EBR for 1941 will be ready around the end of December. 
We'll be able to give you full details on this extra useful volume 
next month. Meantime, use your 1940 EBR to speed up buying 
for year-end rush jobs. 





BUYERS REFERENCE 


330 WEST 42nd STREET, NEW YORK © A UNIT OF THE McGRAW-HILL REFERENCE SERVICE 





ft SCO 


SOLDERLESS CONNECTORS 


HAVE YOU TRIED 
The New Ilsco Lugs? 









BUILT FOR OVERLOADS! 


The new design — as 
passed by the Underwrit- 
ers’ Laboratories May 1, 
1940. 


Write for Samples today, 
—Along with the New 
Catalog. 


.No Obligation..... 


ILSCO COPPER TUBE 


AND PRODUCTS, Inc. 


5629 MADISON ROAD —--— CIN.,,O. 


YES SIR! 


J MAKE MORE 


MONEY ON 
EVERY WIR- 
ING JOB! 


“I certainly have been 
getting more industrial 
wiring jobs—and at a 
nice profit—since I 
started to quote open 
wiring on the basis of ; 
the advantages offered $ 
by the 1940 National Electrical Code 
for this wiring method. 










More jobs at a nice profit is only 
half the story though; my customers 
are even more enthused than I because 
they get a better wiring job with com- 
plete adequacy that offers them the 
ultimate in safety, efficiency, adapt- 
ability, economy and permanence.” 


Wholesalers everywhere are increasing 
their orders for B&D Cleats, Clevises, 
Racks, etc. Turnover is rapid! Demand is 
increasing. Check your stock today and 
place your order for quality insulating 
materials made by Porcelain Products, Inc. 


PORCELAIN PRODUCTS, INC. 





FINDLAY, OHIO 
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LEGAL NOTICE 


STATEMENT OF THE OWNERSHIP. MANAGEMENT. 
CIRCULATION, ETC., REQUIRED BY THE 
ACTS OF CONGRESS OF AUGUST 24, 

1912, AND MARCH 38, 1933 


Of Wholesaler’s Salesman, published monthly at 
Albany, N. Y., for October 1, 1940. 


State of New York ?) 
County of New York (> 

Sefore me, @ Notary Public in and for the State and 
county aforesaid, personally appeared D. C. McGraw, 
who, having been duly sworn according to law, deposes 
and says that he is the Secretary of the McGraw-Hill 
Publishing Company, Inc., publishers of Wholesaler’s 
Salesman, and that the following is, to the best of his 
knowledge and belief, a true statement of the ownership, 
management (and if a daily paper, the circulation), ete 
of the aforesaid publication for the date shown in the 
above caption, required by the Act of August 24. 1912, 
as amended by the Act of March 3, 1933. embodied 
in section 537, Postal Laws and Regulations, printed 
on the reverse of this form, to wit: 


1. That the names and addresses of the publisher, 


editor, managing editor, and business managers are 
Publisher, McGraw- — Publishing Company. Inc 330 
West 42nd St., N Cc. Editor, O. Fred. Rost, 330 
West 42nd St., N % C. Managing Editor, A. B 


Conklin, Jr., 330 West 42nd St., N. Y. C Business 
Manager, O. Fred. Rost, 330 West 42nd St., N € 


2. That the owner is: (If owned by a corporation, its 
name and address must be stated and also immediately 
thereunder the names and addresses of stockholders own 
ing or holding one per cent or more of total amount of 
stock. If not owned by a corporation, the names and 
addresses of the individual owners must be given If 
owned by a firm, company, or other unincorporated con- 
cern, its name and address, as well as those of each 


ndividual member, must be given.) McGraw-Hill Pub 
lishing Company, Inc., 330 West 42nd St.,. N. Y. C 
Stockholders of wate are: James H. McGraw, 330 West 
42nd St., N y James H McGraw, Jr., 330 


West 42nd St., N y Cc. James H. McGraw, James H 
McGraw, Jr., and Curtis W. McGraw, Trustees for: 
Harold W. McGraw, James H. McGraw, Jr., Donald C 
McGraw, Curtis W. McGraw: Curtis W. McGraw, 330 
West 42nd St., N. Y. C. Donald C. McGraw, 330 West 
42nd St., N. Y. C. Anne Hugus Britton, 330 West 42nd 
x. X ¥. € Mildred W. McGraw, Madison, N 
Grace W. Mehren, 73 No. Country Club Drive, Phoenix, 
Ariz. J. Malcolm Muir & Guaranty Trust Co. of New 
York, Trustees for Lida Kelly Muir, 140 Broadway, 
x = & 


That the known bondholders, mortgagees, and other 
security holders owning or holding 1 per cent or more of 
total amount of bonds, mortgages, or other securities 
are: (If there are none, so state.) None 


4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security holders, 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also, in cases where the stockholder or 
security holder appears upon the books of the company 
as trustee or in any other fiduciary relation, the name of 
the person or corporation for whom such trustee is act 
ing, is given; also that the said two paragraphs contain 
statements embracing affiant’s full knowledge and beljef 
as to the circumstances and conditions under which 
stockholders and security holders who do not appear 
upon the books of the company as trustees, hold stock 
and securities in a capacity other than that of a bona 
fide owner; and this affiant has no reason to believe 
that any other person, association, or corporation has 
any interest direct or indirect in the said stock, bonds. 
or other securities than as so stated by him 


5. That the average number of copies of each issue of 
this publication sold or distributed, through the mails 
or otherwise, to paid subscribers during the twelve months 
preceding the date shown above is. (This information 
is required from daily publications only.) 

D. C. McGRAW, Secretary 

McGRAW-HILL PUBLISHING COMPANY, INC. 

Sworn to and subscribed before me this 27th day of 
September, 1940 

[SEAL] H. E. BEIRNE, 

Notary Public, Nassau County. Clk’s No. 93. N. ¥ 
Clk’s No. 974, Reg. No. 2-B-609. 

(My commission expires March 30, 1942) 
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